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Its Official Public Debut 


On National Scale July 26 


Announcement by E. T. Strong, President, Lays at 
Rest Rumors That Have Kept 
Trade Guessing 


8 iebseold July 15.—The Buick Motor Company will 
introduce a complete line of eight-cylinder automo- 
biles to the public Saturday, July 26, according to a state- 
ment today by E. T. Strong, president and general manager. 


¢ Mr. Strong refused any further 
| comment upon the new line other 


RICHMOND, CAL, FORD | tint icct beter of tasinnes 
PLANT IS UNDER WAY 


ing tests. 
This is the first official confir- 
Richmond, Cal., July 15 (UTPS). 
—With the arrival of William 


mation from Buick regarding its 
new line of cars. 

Bremer, engineer for Albert Kahn, 

Inc., of Detroit, architects and con- 


HUPP WILL NOT CUT. 
struction engineers for the Ford | SALARIES, SAYS YOUNG 
_Company. construction work has | 


started on the $5,000,000 Ford as-| Detroit, July 15.—Dubois Young, 
mbly plant in Bichmmeed's as president of the Hupp. Motor Car 
A ( ~ under the & ? “4 id s. 43 
5, Sern construction ‘engineer 
the Motor Company. 


eerie aor cuts following 
‘The plant will consist of a build- 


the lead of some other manufac- 
ing 1,050 feet long by 450 feet wide, | 






turers. 


covering approximately twelve acres, | factori foal M: call tine 
and will give permanent emnors|S A 'D N J h W actories during May reached a § 

valuation of $1,329,157, a decrease These figures, based on a cur- 
mant to between 2,400 and 2,800 | sd ° bd ames 0 n arner' of only 1.4 per cent., as compared rent survey by Dow, Jones & Co., 


men. Its expected output will be! 
400 machines a day. | 

As at present scheduled the plant! 
will be completed and ready for 
occupancy and operation by next 
March or April, and 1,500 men have 
already been scheduled for the 
building operations. 


FORD TO START WORK ON | 


|Creation of New Post 


ADDITION AT LONG BEACH Expansion of 


Long Beach, Cal., July 15.—With- | 
in thirty days construction work | 
will start on a $150,000 addition to| 
the Ford Motor plant in the harbor | 
district. The new unit, which will 
employ 700 more persons at the 
plant, will be used for the manu- 
facture of body parts, such as fend- 
ers, wheels, gears and _ running 
boards. 

The structure will be 480x86 feet. 
It is scheduled for completion by 
February 1, 1931. 





Appointed 





EW YORK, July 15.—As 
manager of the Society 


|'ment of John A. C. Warner. 
| late Coker F. Clarkson, the o 


The council also announced the 
creation of the office of assistant 
| general manager, to be filled by C. 
B. Veal. Expansion of the organ- 


PENNSYLVANIA TRUCK lization, and the development of 
ASSOCIATION’S CAMPAIGN | new offices, are dictated by the con- 
INCREASES MEMBERSHIP. stantly increasing variety and com- 


Diexity_ of the enciety's werk, 
wart . fe u r. Warner will return e so- 
_ Harrisburg, Pa., July 15.—Follow- | ciety trom the Studebaker Corpora- 
ing the recent merger of the local | tion, which he has served since No- 
orgamizations of truck operators in 

Philadelphia and Pittsburgh to 

form the nucleus of the new Penn- 
sylvania Motor Truck Association, | 
the present campaign to extend the | 











body's membership all over the state| Sparks from Detroit. ..... Page 2 
is rapidly owen Be ay it was an-| Maintenance for All Makes 
nounced today by W. A. Sutherland, | Crowds Shop of Chicago Dealer, 
state secretary. oe: ; Page 3 
Organization of the trade and| Editorial: Department Store 
membership solicitation among the OS Sey cososecss seme © 
truck owners and operators in this | Calendar of Coming Events, 
city was completed July 12, netting ’ _ Page 4 
a number of new members in the| Automotive Concerns List $35,- 


221,170 in New Stock...Page 4 
Chevrolet Sales in Canton Area 
Ahead of June Record...Page 7 
Wholesale News and Views. Page 8 
Preventive Service Plan of Ford 


territory surrounding the new state 
headquarters office established here | 
in the Kline Building. 

Work this week is being centered 
in Reading and nearby communi- | 


ties, and the organization's present Dealer Aids Shop........ Page 9 
plans include the extension of the| Production, Engineering, Fac- 
drive to Allentown, Bethlehem, Eas- eee ooo. . cecaceet Pages 10, 11 


ton, Scranton, Wilkes-Barre, Will- 
iamsport and Erie by the end of 
the first week in August, it was 
announced. 


REFERENCE TABLE 
Passenger Car Equipment and 
Accessories Page 6 
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- Secretary-Manager; Veal Is 


| president and council this morning announced the appoint- 


position, who had held it for the past twenty years. 
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NOW BELOW 400,000 


. 


CURRENT DEALER HOLDINGS 
ARE 25% BELOW YEAR AGO; 
SHARP DECLINE FROM MAY 1 


Average Fewer Than Eight Cars Per Retailer; 
Possibility of Shortage Pointed Out 
By Dow, Jones & Co. 


| EW YORK, July 15.—Current stocks of new cars in 
| the hands of passenger car dealers in the United States 
/are well below the 400,000 mark and constitute substantially 
-a normal month’s supply for this time of year, according to 
'a careful survey. The average per dealer less than 


is 


| 


| 
| ° 











* eight cars. 

On June 1, the stocks of new cars 

Car Ex orts on hand amounted to around 417,- 

! 000 units, at which time the total 
i was 23 per cent. below the corre- 

OHN A. C. WARNER has been F . d 

appointed to succeed the late rom ana a faster rate than in June and July of 

| Croker F. Clarkson as secretary Oi t 1% last year, have brought stocks to at 
ay least 25, 

patch ‘| Current stocks, amounting to not 


| Sponding period of 1929. Further 
|reductions of stocks, at a much 

and general manager of the So- 

ciety. of Au ive. . A 












































“ant man n eae ene Ts 
; ; more than 390,000, compare with a 
eg through the appointment of | .,..ia1 trom A. D. N. Washington Bureau peak of 559,000 cars in dealers’ 


Veal. Washington, July 15,—Exports 


of motor vehicles from Canadian tories reached the high point for all 


with April shipments, which were 
valued at $1,349,325, although 68 
per cent. below the total of 
$4,230,336 exported in May a year 
ago, it was announced today by 
the automotive division of the 
Department of Commerce, 

Total production increased 1.7 per | 
| cent. over the April output and Was } 
the highest for any month since 

May, 1929 ; 

All classifications showed slight 
increases over April with the ex- 
ception of trucks, which decreased 
10 per cent. The output of passen- 
ger cars and chassis gained 1 and 


are directly in line with surveys 
of dealer stocks made recently by 
Automotive Daily News in all the 
large cities of the country. 
Retail sales of new cars in this 

| country in July, 1929, amounted 
to 432,695, and, allowing for a de- 
cline this year of more than 20 
per cent., it is evident that the 
new car stocks on hand are not 
excessive and that, as a result, the 
industry is in a much healthiér 
condition than at this time in the 
record-breaking year of 1929. 
Dealer stocks on May 1 were 
|about 438,000, according to a recent 
8 per cent. respectively. _ estimate of the National Automo- 
Production nae the Sivet, me bile Chamber of Commerce, hav- 
. - : ,|months of this year was per ing been reduced from that figure 
Mr. W arner will succeed the | cent. below the output for the same |to 417,000 on June. to around 400. 
nly previous incumbent of the) period of 1929, while the number of 000 on July and now to substantially 
units manufactured in May was 21) below that total. 
per cent. below the figure for May, Stocks on hand at the start of 
1929. this year were 401,149, according to 


Asst. Manager 


Found Necessary Due to 
Society’s Work 


the new secretary and general] 
of Automotive Engineers, the 


e 


| vember 1926 as a research engineer; Total exports in May were 7 per the N. A. C. C._ 
in charge of chassis experimental cent. lower than in April, 1930, but; While Automotive Daily News has 
work and as superintendent of the | they compared less favorably with|on several occasions pointed out 


at| shipments in May a year ago, reg- | that a sudden upturn in retail de- 
f 68 per cent.| mand would result in a shortage of 


LARGER HEADLIGHT BULBS 
PERMITTED IN JERSEY, 
COMMISSION DECREES 


Trenton, N. J., July 15.—Commis- 
sioner Hoffman of the Motor Ve- 
Motor Car Company were virtually | hicle Department today promulgate 
closed. ‘ed a ruling permitting the use of 


Studebaker proving ground 
South Bend, Ind. His work with the | istering a decrease 0 


(Continued on page 12) (Continued on Page 2) 


‘Three Leading Car Plants 
Reopen After Shutdowns 


TROIT, July 15.—While sev- 
eral automotive plants in the 


(Continued on Page 2) 


D* 


D i i i i Ford, The plant re-opened Monday || , . 
pet en last Saturnia; tor — after the two weeks’ vacation 32-candlepower headlight bulbs in 
weeks’ mass vacation periods, a | period. New Jersey, instead of the present 
number of other plants reopened CHEVROLET maximum 21-candlepower. 


: : ‘ | The new rule is similar to that 
Janesville, Wis., July 15.—After 4) now in force in New York, Penn-: 


shutdown of about a week, all de- | sylvania and Maryland. 
partments of the Chevrolet Motor; The action of Mr. Hoffman was 


‘ .q.|taken after receipt of an opinion 
| Company and Fisher Body Corpora from Attorney General Stevens sus- 
tion have resumed operations. 


No taining the commissioner's author- 


this week after having been closed 
| for the past two weeks. 

Production and manufacturing 
divisions of tne Hudson Motor Car 
Company reopened Monday, after 
two weeks’ vacation, during which 
time, however, some assemblies and 










shipments were made. definite order has been received | ity to permit more powerful head- 

MARMON ,from Detroit as regard to daily | lights. The ruling is subject to the 
| : | quota, although at the time of clos-|proviso that the more powerful 
| Indianapolis, July 15.—Thougn | ing some 400 cars were assembled a|}Dulbs must be used in approved 


| some shipments were maae trom | day. | headlight. devices, which project di- 
| the factory during the past two The steam line at the plant was/|rect rays at no greater height than 
weeks, the production and manu-| |a parallel of three and one-half feet 
facturing divisions of the Marmon'‘ from the ground. 





(Continued on Page 2) 

















AUTOMOTIVE 
and 


AIRCRAFT PRODUCTS 


THE G & O MANUFACTURING CO., 


ew Haven, Connecticut 


CANADIAN CAR 
EXPORTS IN-MAY 
1.49, BELOW APRIL 


(Continued from Page 1) 
Exports in the first five months of 
1930 were less than half the num- 
ber shipped in the corresponding 
period of 1929. when exports totaled 
51,495 units. Exports of passenger 
cars declined 7 per cent. and trucks 
7.7 per cent. Shipments of passen- 
ger cars valued over $500 to $1,000 
were the only classification which 
showed an increase 
over April. 


AUTOMOTIVE PLANTS 
RESUME PRODUCTION 


(Continued from Page 1) 


repacked and cleaned and the water 
tower and piping system also re- 
paired, during the time the plant 
was closed. It is expected that 
there will be no further layoffs in 
the immediate future, although 
there may be a fluctuation in num- 
ber of employees from time to time 
as quota of cars demands. 
SMiTH STEEL CASTING 
Milwaukee, Wis., July 15.—Produc- 
tion has been started by the Track- 
son division of the George H. Smith 
Steel Casting Company in the new 


plant, where more than 100 men 
are being employed. — 
Furnaces and equipment for the 


new heat department are now being 
installed and full manufacturing op- 
erations in the new unit are ex- 
pected this month. 

In manufacturing crawler equip- 
ment, officials of the Trackson com- 
pany report heavy sales both for ex- 
port and domestic use. A number 
of carloads of tractor equipment 
have been shipped to the oil fields 
to be used in laying transmission 
lines. 


PLYMOUTH FOURTH IN 
MAY REGISTRATIONS 


Detroit, July 15——A final compi- 
lation of registration figures from 
all over the United States for May 
places Plymouth in fourth place in 
the automobile industry in national 
registrations, according to a state- 
ment authorized today by F. L. 
Rockelman, president and general 
manager of Plymouth Motor Cor- 
poration. 

In addition Mr. Rockelman points | 
out that Plymouth occupied third 
place in Michigan, Ohio, Indiana, 
Missouri, Nebraska, Iowa, Arkansas. 


Minnesota and Kentucky, and 
fourth place in Idaho. Montana, 
Maine. Vermont. South Carolina 


and Washington. 

Dealers report an increase in re- 
tail deliveries in June of 29 per cent. 
over May, after having in that 
month piled up a 38 per cent. in- 
crease over April. 


WEATHERPROOF BODY GETS 
BIG GOVERNMENT ORDER 


Chicago, July 15.—Weatherproof 
Body Corporation, a unit of Allied 


Motor Industries, Inc., today an- 
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Dealer 


(Continued 


new cars, observers outside the in- 
dustry have not held to this view 
until the last few days. Dow, Jones 


& Co., in its financial news bulletin ! 


service, yesterday, and the Wall 
Street Journal today. admitted that 
shortages were likely to develop with 
any stimulation of public buying. 
Dow, Jones & Co. had the follow- 
ing observation to make: 
“Automobile manufacturers took 
a long forward step in cleaning up 
retail stocks of cars during June. 
The low production level last month 
is significant of the determined ef- 
fort on the part of the industry to 
liquidate the retail situation thor- 


oughly. Factory production appar- 
ently was at a level below retail 
buying demand. 


“This condition not only is clear- 
ing dealers’ shelves of new cars to 
a point where shortages are likely 
to develop with any stimulation in 
public buying, but also enables the 
dealer body to concentrate on liqui- 
dation of used car stocks and con- 
vert this part of its inventory into 
cash. 


New Car Stocks | 
| 25% Below Last Year 


from Page 1) 


ventory situation in the retail field 
which is without precedent for many 
years past.” 

With more than 50,000 auto- 
mobile dealers, a stock of 400,000 
units would be an average of 
fewer than eight cars a dealer. 
Such a stock, it is pointed out, 
would prove inadequate to take 
care of demand under normal 
conditions. Many of the larger 
producers have twenty to thirty 
different models in their lines. 
That fact, coupled with the total 
number of units, gives an idea of 
the small number of samples 
which dealers have for demon- 
stration and display. 

The sharp drop in June output is 
also indicated by comparison with 
the preceding month and with pre- 
vious years’ declines for the same 


period. There was a decline in 
June, 1930, production, compared 
with May, 1930, total of 22.3 per 


cent., against declines of 10.8 per 
cent. in 1929 and 7.5 per cent, in 
1928 on the same comparative 
monthly basis for those years. 





(7.7 per cent.) | 


“With lower production during The following table compares | 
July, the industry will go into the monthly production and changes | 
| more active fall market with an in- since 1928: 

Change Change 
from from 
1930 1929 1928 1929 1928 
OO Saree wivew tenes *343,000 567,424 425,195 —39.5% —19.3°: 
F bee seeecesevseece 441.826 636,250 459,725 —30.5 — 39 
cd baled be eon dee 467.092 663,811 434,315 —29.6 + 7.5 
Eee aor 422.043 626.076 430.783 —32.6 — 2.0 
3 eee 362.488 497.705 336,300 —27.2 + 7.8 
se 285,762 422,538 240/191 —32.4 + 19.0 
Total............2,322.211 3,413,804 2.326.509 —31.9 — 0.18 
*N. A. C. C. estimate. 
| The trend toward low-priced cars * 
continued in June, with some in-| eral General Motors lines. Com- 
crease in tendency so far as the bined, General Motors and Ford 


lowest priced Ford car is concerned. 
Ford's percentage of the total busi- 
ness advanced to 50.8, whereas the 
General Motors proportion declined 
to the lowest level of the year, 
based on preliminary estimates of 
General Motors output in the ab- 
sence of complete figures. 

The latter showing undoubtedly 
was due to model changes on sev- 


Ford Motor Output 
“~ of 


produced 78! per cent. of the total 
June output, compared with an av- 
erage of 76.7 per cent. in Mav. Dur- 
ing the first six months of the year 
the production of General Motors 
and Ford was equal to 75.7 ~er cent. 
of the total. 

The following table shows Ford 
and General Motors’ production by 
months and changes from 1929:— 


re) % of Change 
1930 total *1929 total from "29 
fo AE eg ea re te re or 174,528 50.8 195,000 343 —10.5% 
MEE Shiddeumivasoes aves 191,813 43.4 207,000 32.5 — 1.3% 
pO Re rer rr erry rr 206,340 44.2 199,000 29.9 + 3.7% | 
March REL eee 174,585 41.3 180,000 28.7 — 3.0% | 
DN © Siaaideenacwaces 148.160 40.8 155,000 31.1 - 44% 
NE eos wasaensie-ers 100,927 35.3 153,000 36.2 — 34.0 
6 months total........ 996.353 42.5 1,089,000 31.9 - 8.5% 
General Motors Output 
% ot “%~ of Change 
1930 total] 1929 total from °29 
Nt oe a 8 oe *95,000 27.7 200,754 35.3 52.6% 
EA re . 147.483 33.3 220.277 34.6 33.0% 
MEE ona bk saad d Rea 150.661 32.2 227,718 34.3 33.8% 
ON SRA ae ee . 135,930 32.2 220,391 35.2 38.3 ‘+ 
EO ee ee 126,196 34.8 175.148 35.2 27.9% 
AE Slee pen 106,509 37.2 127,580 30.2 16.5°% | 
6 months total........ 761,779 32.8 1,171,868 34.3 34.9% | 


*Estimated. 


TIRE INDUSTRY NOW 
IN SOUND CONDITION 


New York, July 15.—It the 
opinion of the officials of the Rub- 
ber Manufacturers Association that 
current conditions in the tire in- 
dustry are fundamentally sound 
and show definite signs of progress. 


is 


This belief is based on statistical 
data issued by that organization 
today. 


According to these statistics, pro- 
duction of pneumatic casings for 
the first five months of 1930 ex- 
ceeded shipments by less than 7 
per cent. as compared with 12 per 
cent. for the same period a year 
ago, 11 per cent. in 1928, 9 per cent. 
in 1927 and 20 per cent. in 1926. 

Shipments of pneumatic casings 
for the month of May amounted to 
5,564,236 and represent an increase 
of 2.5 per cent. over April, but a 
decerase of 22.5 per cent. under May, 
1929, and 13.8 per cent. under May, 
1928. | 

Production of pneumatic casings 
for the month of May is placed at 
6,098,527, an increase of 1 per cent. 
over April, but a decrease of 25 per 
cent. under May a year ago and 9.7 
per cent. below May, 1928. 

Inventories of pneumatic casings 


‘NATIONAL BATTERY BUYS 


mounced that it has been granted a|on hand May 31, although showing 
contract for 400 standard mail truck | a seasonal] increase of 2.7 per cent. 
bodies by the United States Postal | over April 30 this year, were 20 per 
Department. The contract will ex- | cent. below May 31 a year ago. 

ceed $100,000. The bodies are to be Shipments of pneumatic casings 
shipped, assembled, _to_ various! for the first five months of 1930 | 
points in the United States, as were 23.7 per cent. under the same | 
designated by the Postal Depart-| period in 1929 11.2 per cent. under | 
ment, complete and ready for at- | 1928, 4.6 per cent, under 1927, but 
tachment to the chassis. _ 19.1 per cent. above 1926. 


GOULD CO.; WILL ENTER 
THE COMMERCIAL MARKET 


New York, July 15—The Gould| 
Storage Battery Company, $10,000,- | 
000 organization started thirty years | 
ago by Commodore Jay Gould and | 
Chauncey M. Depew in New York, 
has been purchased by the National 
Battery Company of St. Paul, L. J. 


Shields, president, announced yes- | 
terday. | 
The company’s offices will be 


moved to St. Paul. 

Purchase of the Gould organiza- 
tion was completed in Buffalo last 
week by Shields and Donald Sym- 
ington, chairman of the Gould 
Company board of directors and 
president of the Baltimore Trust 
Company. 

The combination of the two con- | 
cerns, it was said, means that the 
National Battery Company will en- 
ter the field of commercial battery 
manufacture on a large scale. 


ILLINOIS ROAD WORK 
GIVES JOBS TO 7,000 
Chicago, July 15—Work for 7,000 
men has been provided by state 
highway activities, according to a 
report made known today by Chief 
Highway Engineer Frank T. Sheets. 
New contracts just released are ex- 
pected to boost this number. Thus 
far this season 135 miles of pave- 
ment have been laid by the State | 
Highway Department. Other work | 
soon to get under way includes the | 
widening of approximately fifteen 
miles of pavement in the Chicago 
metropolitan area. 


steps to reopen this field, despite the feeling brought about 


president of the Campbell-Ewald Company, later acted as 


|'extended effort is about to be made to expand automobile 
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| 
| 
| 
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Carren in New Post 
| * * - 







Michigan Highway Progress 
* * + 












Work on Exports 


* * 
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OHN CARREN, formerly assistant advertising manager 
J of the Chrysler Corporation, has resigned to go with 
3rooke, Smith & French, well known Detroit advertising 
house. Mr. Carren was formerly advertising manager of 
the old Wills Ste. Claire Company, and is well known in the 
advertising field throughout the country. 

* * * 
HILE the Ford plant closed for two weeks for inven- 
tory Saturday, one of the assembly lines will be kept 
open and will be operating every day to provide the auto- 
mobiles required by dealers. 











































































ok k 
The state of Michigan is going ahead rapidly with 
highway work this year in order to give more room for 
| automobiles. From January 1 to July 3 the Highway 
| Department completed 234 miles of road. Of this, 112 
miles were concrete, two miles of concrete widening, 
| seven miles of one-course gravel, twelve miles of two- 
| course gravel, sixteen miles of asphalt on gravel, eigh- 
| teen miles of bituminous retread and sixty-seven miles 
of gravel resurfacing. In the same period last year 
only 138 miles of road were completed. 
* ra ok 
UTOMOBILE leaders of Detroit, during the mid-summer 
A lull are taking advantage of the opportunity to study 
the automobile export situation. It is not one that brings 
joy to the hearts of the manufacturers and is causing a great 
deal of concern. 

One dealer, who refused to allow his name to be used, said 
there is a wonderful market for American-made motor cars 
in foreign lands. Exports in 1928 and 1929 fully justified 
his statements. Manufacturers, he said, should take some 


be wi 


in other lands by the tariff situation. 
ok x * 

Ned Chalfant, executive secretary of the National 
Standard Parts Association, said the otuer day that 
conditions in the parts industry were very satisfactory. 
During the first part of the year, he claims, parts manu- 
facturers set new records. While there isa slight lull at 
the present time, it is believed this year’s business will 
be more than satisfactory. 

* 7 * 
URING the past few days, several oil men have dropped 
into this office. They all declare that business is ex- 
cellent and that new all-time records are expected during 
1930. 
kK of Eo 

We wonder what W. W. Wood, representative in De- 
troit of the United States Department of Agriculture, 
is going to do with a whole lot of fresh fruit that un- 
doubtedly will accumulate in his department during 
the touring season. 

Tourists to Canada usually buy considerable fresh 
fruit and bring it over to this country with them. How- 
ever, a ban has been placed on this practice because of 
plant-quarantine restrictions and all such fruit is be- 


ing confiscated. 
4 oF 1K 

HE executive board of the American Association of Ad- 

vertising Agencies is holding a meeting in Detroit. 
These men direct the expenditure of more than $350,000,000 
annually through 130 of the largest agencies operating 250 
offices in this country and abroad. 

The other afternoon they combined business with pleas- 
ure aboard the yacht of C. F. Kettering, president of the 
General Motors Research Corporation. Henry T. Ewald. 


haeperes 


host at a dinner at the Recess Club in the Fisher Building. 
a ok * 

BF epies grocpe manufacturers in Detroit are giving a 
great deal of attention to the export situation and an 


trade abroad in face of the difficulties arising from the re- 
cent tariff act. 

Robert C. Graham, vice-president of the Graham-Paige 
Motor Corporation and chairman of the export committee of 
the National Automobile Chamber of Commerce, is in Wash- 
ington interviewing Federal officials interested in foreign 
trade. He succeeded John N. Willys as chairman of this 
committee. 

Mr. Graham realizes he faces a big task, but is confi- 
dent there is a way out of the difficulty as he realizes the 
tremendous field abroad for American automobiles. 















1 
| 
i 














CANADIAN 


— 


AUTOMOTIVE DAILY NEWS, WEDNESDAY, JULY 16, 1930 





MN 











Maintenance for All Makes Crowds 
As Dashiell Stages Drive for Super-Service 


>— 


By WALTER BERMINGHAM 
(HE Dashiell Motor Company, dis- 


Shop 


|spection of the transmission and | duced basis of $5 for any make of 
differential, together with the fur-| four-cylinder car, $8.50 for sixes 


tributors of Dodge Brothers cars | 


in Chicago, has sprung a surprise 
of a truly sensational nature by 
girding its service department to 
compete with super-service stations. 
And lest there be doubt or equiv- 
Ocation in the matter, this concern 
has come right out flatly and 
frankly by actually labeling its serv- 
ice department publicly as a super- 
service station. 
Many Inducements Offered 

Every window along Wabash Ave- 
nue and 26th Street, the two thor- 
oughfares upon which the 
three-story Dashiell establishment 
fronts, bears the legend 


| grease 


large | 


“Super- | 


Service Station.” The company has| 


gone further by instituting a series | 


of specials in service work at prices | 


so low that others in the business | ricat S- 
other special induceménts. The an- | 


are figuratively rubbing their eyes 
in wonderment. 


;}nouncement has 


Carrying the super-service station | 


analogy still further, the Dashiell 


organization has announced that its | 


scale of special prices applies not 


only to Dodge Brothers cars, which | 


but to all 


the company handles, L 
sixes and 


makes, including fours, 
eights ee 

The service drive, which, inciden- 
tally, is being skillfully merchan- 


of tubrication. 2 
“Dashiell Special,” a complete 500- 


nishing of six quarts of highest | 
grade motor oil, is furnished at a} 
cost of $2.20. In addition, whatever | 
is necessary to bring the | 
transmission and differential up to 
the proper level is charged for at} 
the rate of 25 cents a pound, there | 
being no labor charge in connection | 


| with the lubrication service offered. | 


Operating a chain of four branch | 
service stations throughout the city | 
—one each on the north, northwest, | 
west and south sides—the Dash- | 
iell Motor Company makes the 
same lubrication service at the same 
rates available at these branches as 
well as at the main station. 

To date some 20.000 Dodge own- 
ers in Chicago have been notified | 
of this lubrication service, as well as | 


the 
of 


gone out in 


form of an attractive piece 


|printed matter, the circulars having 


been timed in such manner as to 
allow a brief interval to elapse be- 
tween mailings to prevent the like- 
likhood of the service stations being | 
swamped far beyond their capacity | 
to handle the business. 
In view of the fact 


that the 


: | Dashiell Company is handling other 
dised, centers largely about the item | 


Referred to as the | 
| automobiles 


makes of cars besides Dodge, there 
is a probability that owners of such 
may be circularized 


mile lubrication, carrying with it in-| later with the same announcement. 





IN THE ACCESSORY 








New Brunswick, N. J., July 15.—- 
Nate Goldman, formerly connected 
with the Red Front Tire Store, has 
opened the O. K. Tire Store at 77 
French St., this city 

Canton, O., July 15—The annual 
outing of the Stark County Tire and 
Battery Dealers’ Association, num- 
bering almost 200 dealers and their 
friends, was held Thursday, July 10, 
at Edgewater Golf Club, near here. 
The day was given over to golf and 
other field sports. 


was chairman of the commitee 
charge of the affair. 


eron, president of the Ideal Tire 


Service Company, president of the | 


dealers’ association, presided at the 
annual outing. 


Paterson, N. J., July 15.—Meyer 
Steiker is president ot Steiker & 
Co., Inc., formed here with a 


capitalization of $125,000 to operate 
a garage. 


Utica, N. Y., July 15.—Charles G. | 


Bennett was named first president 


Dinner was at) 
6, followed by a vaudeville program. | 
Lester Strong, Canton tire dealer, 
in | 
Jack Cam-| 


] 
| 
| 
| 
| 
| 


of the Utica branch of the National | 


Garage Owners’ and Repairmen's 
Association at the meeting held in 
this city recently. Forty-six mem- 
bers were accepted and plans made 
for another meeting on July 23 
Other officers chosen were: Vice- 
president, Don F. Reiger; secretary, 
Walter A. Truax; treasurer, Joseph 
Samuels. Directors are Henry Bick, 
Edward Wellar, Floyd Sickler, Lew 
Edwards and Phillip Huff. The ob- 
ject of the association is to advance 
the interests of automobile men in 
this vicinity by exchange of ideas 
and collective advertising and the 
making of uniform business de- 
tails, etc. 


Milwaukee, Wis., July 15—The 
Wisconsin Radiator and Body Com- 
pany of this city, is planning the 


erection of a _ two-story addition, 
25x70, to its present factory. The 
addition will cost approximately | 
$18,000. - 


- | 
Canajoharie, N. Y., July 15.~ | 
Davies Brothers, who for many) 
years have conducted an auto motive | 
supply shop and filling station in| 
Mohawk Street, will open a _ sec- 
ond station in West Main Street, | 
this new station now under con- 
struction is on highway 48. 


| 
| 
| 


GOOD ROADS 
SESSIONS OPEN SEPT. 16/' 
| 
Montreal, July 15—The _  an-! 


nual convention of the Canadian | 
Good Roads Association, which will | 
be held in Quebec from September | 
16 to 19, will be attended by at 
least six noted authorities on high- 
Ways and transportation from Eu- 
rope, in addition to representatives | 
from all the provinces in Canada | 
and many officials from the United 
States’ and Newfoundland, George 
McNamee, secre’ of the assecia- | 
tion, announced today. 








| short 
‘and grind valves on a sharply re- 


_|In addition to the lubrication spe- | 
|}of service in addition to lubrication 


cial, the company is offering, “for a 
time only,” to clean carbon 


AND SERVICE FIELD 4 
| The New 
| Stewa 


A Remarkable Truck at a Remarkable Price 


A new 1% 
ton truck embodying a long list of 
mechanical features formerly found only 
on the finest trucks selling at a price that 
smashes all precedent. This new Stewart 


Another Stewart triumph! 


| order 


ri fl, fon Truck 


s 8 
__S_B\_#\_8._3. 





and $11.50 for straight eights. This 
service likewise is available at the 
main and branch stations. 

At the super-serviece station a 
front and rear wheel alignment 
service is offered free to all motor- 
ists who drive in. This point is 
featured both on the windows and 
in the circular which has been is- 
sued, the printed matter containing 
the following admonition :— 

“Twenty-five per cent. of the cars 


/on the street have misalignment of 


front or rear wheels, but only a 
few owners realize it. This condi- 
tion causes very rapid wear and dif- 
ficult steering. We have installed 


|@ special piece of apparatus to in- 
|stantly and accurately tell you in 


plain figures on a large dial the 
true condition of your wheel align- 
ment.” 


Cars brought in for lubrication 
service are handled on the main 
‘floor of the service building. The 


is written by an attendant 
who immediately has the car driven 
to the lubrication department, which 
is equipped with Weaver hydraulic 


j}hoists and Alemite electrically op- 


erated high-pressure lubriguns. The 
special offer made by the Dashiell 
Company has brought a ready re- 
sponse on the part of owners, and 
it has been noted that the service 
business in general has shown a 
marked increase. Where other forms 
all is done 


are specified, work 


upper floors 


on 


quality at 


has a 7!4 inch frame, 11 inch clutch, 4 


speed transmission, dual-balloon tires 


and helper springs. 


The same quality that has long marked 
Stewarts as “America’s Greatest Truck 
is found in this model. 
radiator to tail light an honestly rated 
teuck built by exclusive truck makers 


Value” 


entirely of truck parts. 


MODELS 
Bevel Axle 


1 ton 4 Cylindev.....$ 695 


The new 


one-year truck. Stewart owners know 
by experience that the average life of a 


Stewart is 
From 


request, 


Truck users 
speed, flexibility and long life at low 
Operating costs may now enjoy Stewart 


for 1/4 ton capacity. 


Stewart owners in your community the 
results they are getting. 
tailed specifications will be sent upon 


N. J. CHRYSLER DEALERS 
| PRE-VIEW NEW EIGHTS 
Newark, N. J., July 15.—More than 
150 Chrysler dealers, sales 
agers and salesmen were the guests 
of Alfred De Cozen, president and 
general Manager of the De Cozen 
Motor Company of Newark, Chrys- 
ler distributor, at, his Parsippany es- 
tate Friday for a private pre-show- | 
ing of the new Chrysler Eights, | 
which are to be introduced to the 
public soon, 


In addition to the dealers the fol- 
lowing factory executives attended | 
the party: Joseph W. Frazer, general 
sales manager, and J. B. Covell, dis- 
trict sales manager. Frank Kivian | 
outlined the advertising campaign | 


prepared for the new Chrysler} 
models. 
No one who saw the cars en, 


route from the warehouse to Mr. De 
Cozen’s estate suspected they were 
the new Chrysler Eights. The cars 
were completely camouflaged by the | 
use of old hub caps, hoods, coverings | 
on the bodies and other precautions. 
On arrival at Parsippany the mod- 
els were artistically grouped for in- | 
spection. 

One car was set aside as a dem- | 
onstrator, and was driven by sev-| 
eral of those present over a course 
laid out by Mr. De Cozen on the 
grounds. 

Enthusiastic opinions and predic- 
tions flew thick and fast over the 
three long luncheon tables under the 
trees, to which every one retired 
after the inspection of the cars 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 












CHASSIS 


whose demands include 


a hitherto unheard of price 


Stewart 1/5 tonner is not a 


Ask the 


5 years or more. 


Complete de- 


MODELS 
Worm Axle 
6 Cylinder..$2290 


2 ton 


1 ton 6 Cylinder... 795 MOTOR TRUCKS 2% ton 6 Cylinder... 2690 
1% t 4 Cylindev...... 895 3 ton 6 Cylinder... 3290 
be ede Cy inder : STEWART MOTOR CORPORATION 7 . ee oe 
1% ton 6 Cylinder... 1195 BUFFALO, N.Y. 3% ton 6 Cylinder... 3690 
. oY * = ‘ . 
1% ton 6 Cylinder... 1495 Export Branch: | Broadway (Dept. 17) 5 ton 6 Cylinder... 4990 | 
2 ton 6 Cylinderc...... 1695 NEW YORK CITY, U. S. A. 6-7 ton 6 Cylinder... 5700 
2% ton 6 Cylinder conten 1990 Cables: Stewartruk New York Fire Apparatus 
Codes: Acme, Bentley 


f.o.b. Buffalo 


Sagi PRR eer RRR ane tiem Eee RRS pra RID se ier Sp cap RN neler cet eae NEI 
Stewart Trucks have won—By costing less to run 
| SE LR So A ARATE TE EE LOMA. RANGES ANUS RRR: SORE ROS NIST 3, 


f.o.b. Buffalo 


there 


man-| 





James S. Kink 


iy 
an 

honest 

product 


in the 
can 


used mn 
600,000 
cars last year 








i 

| All sorts of strange 
things have been tried to make 
a permanent anti-freeze for autos 


mobiles. One significant fact 


stands forth. () Last yeat 


| 1,600,000 owners used glycerine 


in their cars... because they of 


their friends had used it before 
and found ict satisfactory. More 
glycerine than ever will be sold 
free 


this year. Send for the 


G. P. A. service manual. () 


19) 


GLYCERINE PRODUCERY 
ASSOCIATION 


| 45 EAST 17th STREET, NEW YORK CITY 


The following are makers of 
G. P. A. Radiator Glycerine: 


| Agmoug AND Company Lever BrorHsrs 
| Beacu Soap Company 


COMPANY 
COLGATB-PALMOLIVE- THe Paocrer & 
Peer COMPANY Gamate Co. 
Hartey Soar COMPANY JOHN T. STANLEY Cog 
Inc 
Swiet & COMPANY 
Aiten BOWarusyvOn, 


& ComPanr 
Kinkman & SON 





be a 
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Department Store Planes 


ELFRIDGE’S, the great London department store, | 


Telephone CAN al 1000 
William C. Callahan, News Editor. 


Telephone TRA falgar 4500 





founded by an American and following American ideas 
of merchandising and publicity, has established an airplane 


department. 


This is not a mere temporary exhibit of a 


single plane for publicity purposes, but a bona fide depart- 
ment that will be a permanent feature of the store’s service. 
Four planes of different makes are carried at the present 
time, ranging in price from under $3,000 to about $5,000. 

In connection with the exhibit of planes, standard ac- 


cessories are being sold 


and there is an information bureau 


where the prospective plane owner can find out how to get 
a license, when to arrange for training and anything else 


he may desire to know. 


Gordon Selfridge, Jr., himself a licensed pilot and prob- 
ably responsible for the starting of the new department in 
his store, says that three planes were sold the first day the 


exhibition opened and that eight ships 
It may be doubted whether airplanes 


the first two weeks. 


were bought during 


are yet a product adapted to department store merchandis- 
ing in this country, but this British experiment is interest- 


ing, to say the least. 


The Reading ‘Goes Bus’ 


O** of the most important converts to motor bus trans- 
portation as a complement of rail service, 
Reading, which has concluded 


This is the 
the 


been announced. 
an alliance with 


Colonial-Atlantic-Pacifie 


has just 


bus system. 


This system covers forty-two states and eastern Canada with 


jts network of lines. 


The Reading, now that it has seen the bus light, is cer- 


tainly going into its new field “‘al] out.” 


The lower floor of 


the Reading terminal on Market Street, Philadelphia, is to 
be completely remodeled into a most modern bus terminal. 
From here al] the bus lines will radiate. 

Under this new alliance the Reading will be able to 
supply bus transportation as far south as Miami and New 


Orleans, and to San Diego on the Pacific Coast, and as far! 


north as Vancouver. 


The Cash Value of Beauty 


N the recent announcement that a company manufacturing 
beauty inducing products had refused an offer of $15,- 
000,000 for its business, the automobile man may not at first 
see an indication of something that applies to his own line 


of work. 


Yet, the fact that American women are so firmly de- 
voted to beautification that a company engaged in purvey- 
ing accessories for this purpose would be worth purchasing 
for $15,000,000, obviously with the expectation of making a 
profit on the venture, must suggest to all of us the need for 
beauty and style in the vehicle that women are powerful 


influences in buying. 


In the fact that ours is a style indus- 


try lies some of the troubles that we must always face, but 
in this fact also lies one of the greatest assets that we have, 
the rapid turnover of vehicles which makes it possible to 


sell more than 4,000,000 


country alone. 


new motor cars a 


year in this 


To predict a shortage of new cars for immediate delivery 


seems at the 


present moment 


somewhat of a flight of 


the imagination. Yet such a condition is actually an immi- 
nent possibility. For some time we have been pointing out 
to our readers that new car stocks in dealers’ hands have 
been reduced to a point below anything that has existed in 


years. Now comes the 


Nationa] 


Automobile Chamber of 


Commerce, officially, to announce that on June 1 stocks on 
hand totaled 417,000 vehicle units. Today the total is prob- 


ably well under 400,000 units. 
month’s supply. Any sudden loosening up by the car buying | 


This is less than a norma] 


public, something quite likely to happen, would create an 


almost instant shortage of new cars for immediate delivery. !**'$ 


phone | 


H. Wilson, Manager. | 


| OTHER FINANCIAL NEWS | NOBLITT-SPARKS INDUSTRIES 


| year. 


NEW YORK, July 15.—Listing 

of new preferred and common 
stocks of automotive manufac- 
turers or of companies closely al- 
lied to the automotive industry 
on the New York Stock Exchange 
in June amounted to $35,221,170 
on the basis of the par value or 
the price at which the first sale 
was made after the listings. 


Automotive Concerns List 
$35,221,170 in New Stock 


The largest additional issue of 
stock was that of the B. F. Good- 
ijrich Company, with 461,539 shares 
|Of common, with a market valua- 
ition of $18,461,560, based on the 
| price at the first sale after the 
listing. 

Following are the listings of the 
various companies, with the classi- 
fication, number of shares and val- 


77,267 no-par shares of common 
stock. This compares with $167,421, 
or $2.23 a share, on 75,000 common 
shares, in first five months of 1929. 
May net profit amounted to $49,446, 
against $46,351 in May of previous 
year. 

Net profit figures for June are not 
| yet available, but it is understood 
| that earnings were in excess of June 
a year ago. Also that second quarter 
|met was ahead of net for second 
| three months of 1929. 
| June shipments amounted to $350,- 
| 926, compared with June, 1929, ship- 








@ uation: 
F | ments of $338,368. Unfilled orders o 
Company / Class No. of Shares Amount | the ly Lagos of July 1 were 3 ‘ es 
Be, Fe GROOT, o sicaipesereccseeriiaee Common * 461,539 $18,461,560 | lly ere 1n €XCeSS 
Du Pont de Nemours.............. oo ae 7,141,420 | Of $2,000,000, which is more than 
Du Pont de Nemours.............- liu i, Sr eee ee re | twice corresponding figure a year 
Union Oil of California............ Common ....... 3,750,000 , ago. 
Standard Oil Export............... PSone epee 2,000,000 | CLARK EQUIPMENT 
Oe erry eee ommon — 25, A | The Clark Equi 
Houdaille-Hershey ................- Common 27,000 486,000 | penorts roe auatar enaae or 
a Ke rerr Common 8,500 425,000 | 1930, consolidated net profit of $246,- 
Burt BUGOMIOUIS 2 oc ccecevsccvess Common 3,618 379,890 | 362 after charges and Federal taxes, 
PEE WOU bk sccccsccsesctcnes Common 2,200 138,600 | equivalent after dividends on 7 per 
nae naa an |cent. preferred stock to 91 cents a 
2) a a rere er mre Irn rs ved rer ery as ea $85,221,170! share on 249,838 no-par shares of 


GENERAL ELECTRIC 
General Electric Company sales 


1930, announced by President Ger- 
ard Swope, amounted to $197.229.- 
346.82, compared with $194.353,307.99 
for the corresponding period last 
Profit available for dividends 
on common stock for the first six 
months of 1930 was $29.273.276.14, 
compared with $30,.740,768.02 for the 
same six months last year, or equiv- 
alent to $1.01 per share on outstand- 
ing common stock this year and 
$1.07 per share for the first half of 
1929. 

As a result of the transfer of radio 
receiving set and tube business, out- 
lined in the 1929 annual report, or- 
ders received, sales billed and net 
income from sales in 1930 will not 
include radio sets or tubes, but in- 


come received will be included in 


“other income 


L. A. YOUNG SPRING AND WIRE 


L. A. Young Spring and Wire 
Corporation reports for the six 
months ended June 30, 1930, net 


profit of $1.080.654 after charges and 
$2.62 


Federal taxes, equivalent to 
a share on 412,500 no-par snares 
of stock. This compares with $1,- 


524.325. or $3.69 a share in_ the 


‘first half of 1929, and $1,063,896, or 
| $2.58 a 


share, in the first hali of 
1928, computed on above share basis. 





Net profit f 
June 30 amounted to $563,769 after | 
above charges, equal to $1.37 a 
share, comparing with $516,885, or 
$1.25 a share in the preceding quar- 


ter, and $848,678, or $2.05 a share, in 
the June quarter of previous year 
The consolidated balance sheet as 
of June 30, 1930, shows current 
assets, including cash, call and de- 
mand loans of $2,381,579, totaled $6,- 
088.173 and current liabilities $816,- 
048, a ratio of 7.46 to 1. Outstand- 

5 per cent. bonds on June 30 


ing 5}, 
amounted to $525,320, compared 


with $642.000 December 31 last. 
Income account for the six 
months ended June 30, 1930, com- 
pares as follows: 
1930 1929 
Gross profit ...$1,642.225 $2.138,032 | 
Other income .. 114,156 160,329 


Total income.$1,756,381 $2,298,361 


Expenses ...... 505,092 537,712 
Interest, etc.. 23,635 26,324 
Federal taxes .. 147,000 210,000 | 


Net 


COMING EVENTS 


AUGUST 
Il. Society of Automotive 
aeronautic meeting § in 


profit 














26-28—Chicage, 
Engineers 
conjunction 
SEPTEMBER 
22-26—Chicago, IN. American Society for 
Steel Treating meeting at Stevens 
Hotel 
29-Oct. 4—Pittsburgh, Pa. National Safety 
Council Annual Safety Congress. 
OCTOBER 
France. Automobile Salon. 
D. C. Sixth Interna- 


2-12—Paris, 
6-11— Washington, 
tional Road Congress. 
6-11—Washington, D. C. American Road- 
builders’ Association Convention. 
8- §—Detroit, Mich. Society of Automo- 
tive Engineers production meeting 
at Book-Cadillac Hote). 
22-24—Pittsburgh, Pa. Society of Automotive 
Engineers’ transportation meeting 


16-25—London, England. Olympia Motor 
Show. 
NOVEMBER 
6-16—Berlin, Germany. International Au- 
tomobile Show 
8-15—Chicago, I. Automobile Salon at 
Drake Hotel. 


lv. -34—Cleveland, O. Motor and Equipment 
Association Show 
17-21—Cleveland, O. National Standard 

Parts Association Show 
30-Dec. 6—New York. Automobile Salon at 


Hote] Commodore. 
DECEMBER 
6-17—Brussels, Belgium. Automobile Ex- 
} hibition. 
JANUARY 
3-10—New York. National Automobile 


s 


how. 
Shicago, Hl, National Automobile 
bow. 


f 
or the quarter ended | 


_. $1,080,654 $1,524,325 | 


with Nationa! Air Races. | 


| Chicago, July 15.—Noblitt-Sparks 
Industries, Inc., reports for the five 
months ended May 31, 1930, net 
profit of $122,135 after charges and 
taxes, equivalent to $1.58 a 








ee 


Rubber 


Springs 


| 


| 
| 
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(ree 
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| 








| $5,324,485 


share on 


| at => RUBBER SHOCK INSULATOR / 
CORPORATION 


BRIDGEPORT, CONNECTICUT 


| Rubber 


/common stock. 

| For six months ended June 30, 
| consolidated net profit was $522,716, 
|'equal after preferred dividends to 
| $1.93 a common share. 

| Current assets on June 30 were 
and current liabilities 
$549,968. 






spring shackle 
service costs 


Shock Insulators banish 


the major portion of chassis lubri- 
cation .° 


- - 12 less points to grease 


. . . 36 less working joints to wear. 


are insulated from the 


frame—road shock and vibration 
dampened—squeaks 
eliminated. 


and _ rattles 


The cars whose emblems appear 
at the left sell easier because of the 
advantage afforded by Rubber 
Shock Insulator equipment. 






Nhock Insulators 
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__ Le 
Dealer Activities 





Summit, N. J., July 15.—Incor- 
poration papers were filed yesterday 
for the Hughes Franklin Company of 
168 Park Ave., Summit, which is 
to take the automobile dealership 
of L. Wilmore Hughes, of that ad- 
dress. 
thorized capital stock of $20,000, 
divided into 200 shares at $100 gach. 
The incorporators are listed as Mr. 
Hughes, Henry H. Wheeler and Paul 
Walsh. 

Charles City, Ia., July 15—The 
Birmu-Buick Company has taken 
lease upon the buildiny at 104 Wis- 
consin St., being erected by W. J. 
Julian, and will occupy its new 
quarters July 21. Carl Swab, man- 
ager and agent for the Buick here 
five years, has resigned, effective 
August 1. 


Omaha, Neb., July 15.—Davenport 
Garage, 18th and Davenport Streets, 


which carries a stock of approxi- 





EXPORTS OF TIRES SHOW 
INCREASE DURING MAY; 
OTHER RUBBER GOODS UP 


Special from A. D. N. Washington Bureau 

Washington, July 15.—Exports of 
American tires in May showed a 
slight gain over the previous month, 
although rubber goods generally 
made greater advances, it was dis- 
closed today by the Department of 
Commerce. 

Automotive rubber goods, valued 
at $3,495,230, were shipped to for- 
eign markets in May as compared 
with $3,456,865 in April. 

Miscellaneous rubber products 
jumped from $5,882,290 to $6,006,294. 

Automobile casings increased 
from 218,298, valued at $1,896,689, to 
232,318, valued at $2,158,419. How- 
ever, there was a decline in ship- 
ments of truck casings from 41,378, 
valued at $995,416, to 38,488, valued 
at $815,534. 4 


in the Bus Field 


Denison, Ia., July 15.—The North- 
land _ Transportation Company, 
Minneapolis, which is affiliated 
with the _ Pickwick-Greyhound 
Lines, has inaugurated bus line 
service between the twin cities and 
Omaha, making a trip one way 
daily. 


Syracuse, N. Y., July 15.— The 
Empire State Motor Express Com- 
pany, with a modern motor freight 
terminal at 116 Charles Ave., has 
established a motor freight line be- 
tween Syracuse, Auburn, Seneca 
Falls, Cylde and other central New 
York communities. Six trucks com- 
prise the fleet operated by the firm 
and it is planned to add additional 
vehicles as business warrants. Prin- 
cipals of the concern are Adrian J., 
Gerald and Eugene B. Grobsmith. 


Lincoln, Neb., July 15.—The Mis- 
souri Pacific Transportation Com- 
pany has been granted authority by 
the state railway commission to 
make changes in its schedule of 
operations between Lincoln and 
Union, Neb., and between Omaha 
and the Kansas border, so that con- 
nections between the two may be 
speedily made. 


Lincoln, Neb., July 15—The At- 
lantic-Pacific Stages has been per- 
mitted by the state railway com- 
mission to discontinue service in 
Nebraska for a period of ninety 
days. Paving operations in the state 
make impossible the meeting of 
schedules by the company, and the 
commission also finds that there 
will be no disturbance to transporta- 
tion as ample facilities remain. 

















Jersey City, N. J., July 15.—New 
White buses are being installed by 
the Boulevard Bus Commission on 
the north Bolevard run, from Jour- 
nal Sqaure, this city, to North Ber- 

en. The buses have many new 
eatures. There area set of spacious 
seas for stout persons. The condi- 
tion of present buses where wheel 
housings make two seats on each 
bus extremely unpopular is allevi- 
ated. There is hot-water heating 
and a more effective method of ven- 
tilation. The bodies are alllsteel in 
construction and are one foot long- 
er in length and wider than the 
old ones. They have one window at 
the side of each seat instead of two. 
The doors have no handles by which 
persons may attempt last minute 
entrances, thus removing an acci- 
dent hazard. 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


it 


The concern has an au- H 














mately 200 used cars, has adopted 
a credit policy whereby the pur- 
chaser of a used car can make the 
purchase, providing his credit rating 
is good, without a finance charge. 


Md., July 15—The 
- V. Hart Company has been 
named exclusive dealer for the 
American Austin. New showrooms 
have recently been built and a new 
Service department will be devoted 
exclusively to the Austin. 


Montgomery, Ala, July 15 
(UTPS).—The McCough Motor 
Company has taken on the Packard 
line. The company is located at 229 
Catoma St. 


Portland, Ore., July 15.—J. F. 
McRae, president of the Oregon 
Hupmobile Company, says: “A year 
ago we experienced a normal busi- 
ness which was stimulated by a 
clean-up in models. This June, with 
a Spirit of pessimism to combat, by 


Hagerstown, 





close application our sales force has 
hung up a record for cars sold and 
delivered. Our total volume in June 
was 82 per cent. better than last 
year.” 


Superior, Wis., July 15.—Merrell- 
McMahon Company of-this city has 
been named dealer for the new 
Austin car. 


Charleston, W. Va., July 15.—A 
charter was issued to Wheeling Mo- 
tors, Inc., of Wheeling; capital, $50,- 
000; incorporators, C. E. McMillion, 
J. F. McMillion, Arlen Baldridge, J. 
H. Mcl?Million, of Charleston, and 
Charles F. Paull, Jr., of this city. 


Decatur, IL, July 15.—Ralph M. 
Tenney, for 22 -ears identified with 
the automobile sales business here, 
has moved to Rockford, Ill., where 
he will establish the Tenney Buick 
Company in association with L. E. 
Phillips and Guy Crook, as shop 
foreman and used car manager. 


Chillicothe, O., July 15 (UTPS)— 
The formal opening of the show- 
rooms and service station of G. L. 
Schiear, recently named distributor 
for the Studebaker line in Ross 
county, was held July 10. The busi- 
ness is located at 85 North Mulberry 

















St. The showroom contained the 
new models in the Studebaker line. 


Miami, Fla., June 15° (UTPS).— 
The Penny-Austin Company, a di 
vision of the Miami Tire Company, 
11 N. E. Second Street, has been 
organized to handle the sales and 
service of the new bantam Austin 
automobile. N. O. Penny is head of 
the company, and O. G. Penny is 
associated with him. 


Nashville, Tenn., July 15.—The 
Batchelor Motor Com pany, on 
Broadway, has been appointed local 
dealer for the De Soto Motor Cor- 
poration, division of the Chrysler 
Motors, it is announced. The sales- 
rooms will be at 510 Broadway. H. 
A. Batchelor, Jr., is president of the 
company here. It handles Chevro- 
let and several well known cars, 
and has a very large showroom in 
the central uptown section. 


Elizabeth, N. J., July 15.—Sholes 
Motor Company, 333 North Broad 
St., has been appointed Pierce-Ar- 
row dealer. 


Stratford, Conn., July 15.—In- 
Stalled in its new brick and steel 
building at Main Street and Bar- 
num Avenue, less than a year, the 





The new Budd All- 


steel Body has only 
four major parts. And 
these four parts are 


welded into one. That's 





why the new Budd 


Body is 


that’s why it stays quiet. 


quieter—and 











di- | 
| Louisville, 


—_ 


[ Dunn Chevrolet Company alre 
jis planning a new 50 x 50 addition, 
| to be built in the fall, according to 
William R. Dunn, preprietor. 


; Ky., July 15.—The 
| Pickrell Motor Company, 1014 East 
Broadway, here, handling the Dur- 
|ant line, has announced asquisition 
|of the new Austin car, which it will 
(distribute in southern Indiana, a 
| Dart of southern Illinois and some 
|ninety counties in Kentucky. 


| _ Indianapolis, Ind., July 15.—The 
| Austin Indiana Company has been 
| incorporated here to become state 
distributor for the American Aus- 
ton. Seth Klein is president of the 
company and Fred L. Virtue, for- 
merly with the Marmon Motor Car 
Company, has been appointed sales 
manager. Salesrooms have been 
leased at 1027 North Meridian St. 
in the heart of automobile row. 

_ Rochester, N. Y¥., July 15.—The 
firm of C. L. Whiting, Inc., Buick- 
Marquette distributor, with head- 
quarters at 359 East Ave., which 
recently established a branch used 
car salesroom at 1701 East Ave., has 
announced the opening of another 
branch in the Tenth Ward district 
at 752 Lake Ave. 





—— 


EDWARD G. 


BUDD 


MANUFACTURING ‘CO. 


Philadelphia and Detroit 
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Foreign Trade 
Opportunities 


Washington, D. C., July 15.— 
Foreign automotive trade oppor- 
tunities just announced by the 
automotive division of the Bureau 
of Foreifn and Domestic Com- 
merce of the Department of Com- 
merce are listed below. 

Additional information may be 
Obtained from the bureau and its 
district and co-operative officers by | 
duly registered firms or individuals | 
upon “written request, giving the | 
opportunity number. 

45726—Rome, Italy; agency for au- 
tomobile accessories. 











| Auburn 8-95 


Passenger Car Equipment and Accessories 








NAME AND 


MODEL 


Auburn 6-85 
Auburn 125 


Austin 


Blackhawk 6 ~~ 
| Blackhawk 8 


45653—Cairo, Egypt; agency for! Buick 40 


automobile accessories, replacement 
parts and taxi meters. 


45722—Regina, Canada; agency for | 
automobile accessories and equip-| 


ment, low priced. 
45651—Berlin, Germany; agency 
for autoniobile accessories and re- 
placement parts. 
45721—Christchurch, New Zealand; 


agency for automobile accessories | 
| Chrysler 66 
Cord Front Drive Ste 
| De Soto 6 j 


and replacement parts. 
45658 — Barranquilla, Colombia; 
agency for automobile horns, elec- 


tric. 
45652—St. Michael's, Azores; pur- |} 


chase for automobile repair tools 
and outfits. 

45706—Barcelona, Spain; purchase | 
for automobile service station ma- 
chinery and tools. 

45758—Saloniki, Greece; purchase 
for automobiles and truck chassis. 

45698—Amsterdam, Netherlands; 
purchase and agency for gasoline 
measuring ll 


45841—-Guatemala City, Guate-| 


mala; agency for automobile acces- 
sories. 
45845—-Paris, France; agency for | 
gfutomobile accessories. 
45810—Hamburg, Germany; agen- 
cy for automobile accessories, such | 
as brake bands, coupling rings, | 
windshield wipers, lamps and pum 
45803—Madras, India; agency or 
yn accessories and electrical 
ent. 
79—Berlin, Germany; purchase 
for automobile ignition coils and 
@istributors, ammeters, automatic 
windshield cleaners and novelties in 
accessories. 


KEY TO ABBREVIATIONS 
USED IN THIS TABLE 


GENERAL 
In addition to its regular line Oldsmo- 
Bile also offers a de luxe line. De luxe 
equipment includes: Six wire wheels (with 
six tires and tubes). two wheels carried 
tn front fender wells and securely locked 
position, chromium-plated headlamps, 
our spring boots, folding trunk rack at 
rear and sheet metal fenders, etc., ducoed 
in color on those models on which ducoed 
sheet metal is more harmonious than is 
black enameled sheet metal. It is also a 
special line for 1930. 
SPEEDOMETER 
AC-—AC Spark Plug Co, Flint, Mich 


ter, N 
Bte-—Stewart-Warner Speedometer Corp., 

Chicago 
*Var—-Various makes 

CLOCK 

Borg—Borg Clock Co 
Jag-—Jaeger Watch Co., New York city 
NH—New Haven, See Phi 
Phi-—-Phinney-Walker Co., New York city 
Sier—-Sterling Clock Co, La Salle, Ill 
Tho-—-Seth Thomas Clock Co., New York, 


N 
Wal—Waltham Watch Co, Waltham, 
Mass 


*Optional. 
FUEL GAUGE 


AC-—-AC Spark Plug Co., Plint, Mich 

K-S—‘<ing Seeley Corp., Ann Arbor, Mich 

Mot-id—Moto Meter Gauge and Equipment 
Corp., L. I. City, N. Y¥., and La Crosse, 


is 
Bter—Sterling Clock Co., La Salle, Ill 
LOCK 
BS—Briggs-Siratton Co, Milwaukee 
a Mitchell Specialty Co., Hélmesburg, 


pre Delco-Remy Corp., Anderson, Ind 

Her—Hershey Mig. Co.. Chicago 

Joh—Johnson Automobile Lock Co., St 
Louis, Mo. 

NE Werth Bast Appliance Corp., Roches- 


ter, N. Y. 
Sha—Shaler Lock Co., Milwaukee, Wis. 
Yal—Yale & Towne Mfg. Co., Stamford, 


Conn. 
*Reo Model 15 uses Mitchell. 
SPARK PLUG 
AC--AC Spark Plug Co., Plint, Mich 
Cha-—-Champion Spark Plug Co., Toledo, O 
BATTERY 
Ex—-Electric Storage Battery Co., Phila- 
delphia 
- peanional Lead Battery Co., St. Paul, 


mt eet ©-Lite Co., Indianapolis, Ind 
Om. wv S. L. Battery Corp., Niagara Falls, 


wi Willard Storage Battery Co., Cleve- 
land, O 
®Var—-Various makes—-Exide, Willard, De)- 
co-Remy and USL 
HEAT INDICATOR 
AC-—-AC Spark Plug Co., Ptint, Mich. 
Mot-M-—Moto Meter Gauge and Equipment 
Corp., L. 1. City, N. Y¥., and La Crosse, 
Wis 
Ste—Stewart Warner Speedometer Corp 
Ster— Sterling Clock Co., La Salle, Il. 
CIGAR LIGHTER 


*Cigar lighters in many cases are op- 
tional equipment, and are not  stan- 
dard on all models; the names of light- 


ers shown indicate the makes supplied 
to various car makers. 

Cas—Casco Products Corp., Bridgeport, 
Conr. 

GR—Grand Rapids Metalcraft Corp., 
Grand Rapids, Mich. 

me -North East Appliance Corp., Roches- 
er 

Ouno— Cuno Engineering Corp., Meriden, 

mn. 











Buick 50 
Buick 60 
Cadillac 
Cadillac 452 
Chevrolet 


| Chrysler 80 
| Chrysler 77 


Chrysler 70 


De Soto 8 


Dodge DD 
Dodge 8 


Durant 6-14 | 


Durant 6-17 


Elear 6-75 
| Elear 8-95 
| Elear 8-96 


Elear 8-130 
Elear 140 


Essex 6 


Ford A 


Franklin 145 147 


} Gardner 150 


| Gardner 140 
| Gardner 136 


Graham Stan. 6 
| Graham Sp. 6 
Graham Stan. 8 
Graham Sp. 8 
Graham Cust. 8 


| Speedometer 


Jag | Mot-M DR | AC 
DR | AC 


| Heat In- 
| dicator 
Cig. Lighter 
Smoking Set 
Vanity Set 
a of Body 
Finish Used 
7 Light 
|| Parking or 
| Side Light 
| Windshiela 
| Wings 
Heater 
Front Bumper 
Rear Bumper 
| Wire Wheels 





| 
| 
| 
| 


i| 


| Mur Ind | | Ind 


Q| 
a 


— | Mur Ind — a | Yes 


| 
be 


—|—} ee | 


r ae Mot-M Cas | 


s 
ot-M DR/|Cha | 
ot- of Mot-M Cas | Lin 


M DR _§ Cha cal Buck Buck ok | K- “a 


ARR p 
lalate 


-_ one | | Bat 
= *Own |tOwn — Own | 


Wil | Mot- _M Cas | AWS AWS 
| AWS AWS 
= | Mot-M Cas | = 














USL | “Mot- M No | 
___USL | _Mot -M GR 
USL | Mot-M Cas 
USL | Moi-M (Cas | 





USL | Mot-M Cas 





mi | Own Own | Motew 











Hudson 8 


Hupmobile Cen. 6_ Ste 
Hupmobile Cen. 


Hupmobile U 
Hupmobile H 
Hupmobile C 








Wil | a M Cas | VS 


Wil | Mot-M Cas | VS 
Wil | Mot-M Cas | VS 


Shock 


| Absorber 


Hou 
Lov 
Loy 


~ Lov 


Lov 


“Mon 


Mon 
Gab 
Gab 
Gab 
Gab 
Gab 
Mon 
Hou 


en Gen | Moto’ MotoW Wahl 


Lov 
Lov 
Lov 
Lov 
Lov 
Lov 
Lov 
Hou 


x. ‘Own Own | Motow Wahl 


Gab 
Gab 
Gab 
Gab 
Gab 





Jordan Mod. 8G | Ste 
Jordan Mod. 8T | | Ste 


La Salle 
Lincoln 8 | 


Mar.-Roosev'lt 8 
Marmon Eight-69 NE 
Marmon Eight-79 
Marmon Big 8 


Marquette 


| Nash Tw. Ign. 8 


NE—North East Appliance Corp., Roches- | Nash Tw. Ign. 6 
Y 


Nash Single 
Oakland 8 

“Oldsmobile 
Packard 726- 


Packard 740-745 
Peerless Stand. 8 
Peerless Mast. 8 
Peerless Cust. 8 
Pierce- A., C, B, A NE 


Plymouth 
Pontiac 


Reo 15, 20, 25 


Ruxton 


Studebaker Six 
Studebak’r Dict. 8 Ste 
stud. Com. 8-70 
Stud. Pres. 8-80 
Stud. Pres. 8-90 


Stutz 
Viking 8 


Whippet 96 A 
Whippet 98 A 
Willys 6-98 B 


Willys 8-80 


Willys-Knight 87 
Willys-K. 66B : 


Windsor 6-69 


Windsor 6-72-77 


Windsor 8-85 
Windsor 8-92 


SMOKING AND VANITY SETS 


AWS--Art Metal Works, 


GR--Grand Rapids 
Grand Rapids, 


Lin—Linden. 


| VS—-Van Sicklen Corp... 
| *Extra equipment on Reo Model 15 
Tern--Ternstedt Mfg 
Cuno—Cuno Engineering Corp., 


Conn. 


*Var-—-Various makes 

BODY FINISH 
Ditz—-Ditzler Color Co., 
Duc—E. I. du Pont de Nemours & Co., 


Philadelphia. 


Gli—Glidden Co., ; 
Mur—Murphy Varnish Co., Newark, N. J. 
Val—Valentine & Co., New York city. 
*Various other lacquers used. 


LIGHTS 


‘Also Gli 


STOP AND PARKING 


Cor—Corcoran Lamp Co. 
Vic—Oincinnati-Victor Co., 


"Meriden, 


Mich. 


© 
= 
eo 
Og 
3 
i S 8 
K-S Ele | 
K-S Ele | Cha 
| K-S _—El@ | Cha 
| K-§ BS | Cha 
M 
M - 
K-S Her 
K-S Her 
K-S Her 
Mot-M 
| AC _DR AC 
Mot-M_ Ele 
Mot-M_ Ele 
Mot-M Ele | 
Mot-M_ Ele 
“Moto-M Dr 
Mot-M Sha 
Mot-M ee 
Mot-M — 
Mot-M — | 
Mot-M_ Ele 
we BE 
— | Mot-M Sha 
| Mot-M Sha 
| Mot-M Sha 
| Mot-M Sha 
| Mot-M_ Sha 
- | Mot- M Ele 
; | Own, ee Ele 
p Jag | K-S__ Yal 
Mot-M DR 
| Mot-M DR 
| Mot-M DR 
1 K-8S ~ Her 
K-S Her 
K-S Her | 
K-S Her 
hs K-S Her | | 
_— | Mot- -M_ Ele |. 
Mot-M_ Ele 
Mot-M_ Ele 
Ster Ele 
Ster Ele 
Mot-M_ Ele 
Mot-M Her 


__—_| Mot-M Her 
es | Mot-M “DR | AC 


|K-S Her 


| Mot-M DR | Cha 
Mot-M DR | Cha 
Mot-M DR | Cha 
Mot-M DR | Cha 


|K-S Her 
K-S DR | AC 
K-S DR =§ AC 
K-S DR | AC 
K-S_ DR 
K-S BS 
K-S BS 
Mot-M_ BS | 
Mot-M BS Cha 
Mot-M BS 
Mot-M Her 
Mot-M Sha 
K-S DR 
K-S *DR_ Cha 
Mot-M Her |! 
K-S Yal 
K-S Her 
K-S Her 


NH | K-S Her 
NH K-S Her 


| Mot-M_ DR | Cha 
| K-S DR AC 
— Ele 


_— Ele 
Mot-M Yes 

No | Mot-M Yes 
| Mot-M_ Ele 

| Mot-M Ele 

| Mot-M Sha 


| Mot-M DR Cha 


Mot-M Joh 


Mot-M DR Cha 


Aga Federal Pressed Steel Co., 
cette a at ae Lamp Corp., AB Ind. 


Corp., | Ind— Indiana 
| Ind 


| Ryan—Ileo Sales ia 
| Sto—-Stover Signal Engineering Co., 
cine, Wis 
. Detroit. Mich JB—The Jno W. Brown Lamp Mfg. Co., 
Columbus, 
Wood —Woodlite, 
| tReo Model 15 uses Hall. 
WINDSHIELD WINGS 
Kok--Kokomo Automotive Mfg. Co. 
*Extra equipment on the Reo 15. 
Per mus seecion Co., 
Bif- Biflex 
Chicago, 
+Not standard equipment. 








Wil | Mot-M_ Cas | GR 














— }*Kel | Eat 


Gad 
Gab 








_ Ex | Mot-M Gari | Cuno s Duc Own | Own _Own| —_ 








USL | Mot-M_ Yes TGR 





| 


_ Wil | | Mot- M Own l | | Own 





bry ft 


RARARK 


| 


= } 


| 


Pre | Mot-M aa | Lin | 


| 


nh) 
° 
8 
= 


f 
my) 


+. 


| 
bas 








| 
| 
al 


| 
i 
F 


USL | Moto-M 


! 
| 





*Special equipment. 
al. Day—-Dayton Wire Wheel Co., 


K-H_-Kelsey-Hayes, 


Alloy Steel Spring & Axle Co., Buffalo—Wire Wheel Corporation of Amer- 
Mich io 


Bad—Badger ais. Corp. *On some models. 

‘ **Using poth Budd and Kelsey-Hayes. 

Cen—-Central Brass & Fixture Co., § t. 
field, O. Also makers of Buckeye bump-|1tUsing both Kelsey Hayes 


SHOCK ABSORBERS 


Gab- The Gabriel Company, Cleveland. 
—Houde Engineering Corp., 


Eat—Eaton Axle & Bumper Co., 
Gen—General Spring and Bumper, Detroit, 


Mich. 
New Method Sales Co., 
Ste—Stewart-Warner 


*Extra equipment. 
Gla—-Gladiator Mfg. 
Kel—Kelch; made 
: craft Corp., Grand Rapids, Mi 
Cincinnati, O.! Per—Eaton Axle & Spring Co., Cleveland. 


- ; Metal- | $Extra equipment on Reo Model 15. 
Grand Rapids Metal WIRE WHEELS 








deiphia. 
Budd—Budd Wheel] Co., *Extra equipment on Reo 15. 


Hou 


Lov 


Wahl 
Wahl 
: Wahl 


ae 
Lov 
Lov 
_Lov 


Lansing, 


Dayton, O. 


and Motor 


Buffalo, 


N. 
Loy—Delco Products Corp., Dayton. oO. 
Mon—Monroe Auto 


Mich. 
Wahl—Wah! Ce., Chicago, Ill. 
Wat—John Warren Watson Co., 


Co., 


Phile- 
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Chevrolet Sales in Canton 


Area Ahead of June Record 


ANTON, O., July 15.—Sales of 
new Chevrolet cars in the 
“ater Canton area thus far in 
uly are better than the corres- 
ponding period in May and June, 
a survey of the dealers in this 


section the past few days indi- 
cated. 
A steady return to normal sales 


is predicted by the leading Chevro- 
let distributors in the Canton —_ 
the 
anticipated before 
September 1. Inquiries are on the 
uptrend and there is a much bet- 
ter feeling in local automotive cir- 


with nothing outstanding in 


way of _ sales 


cles than two months ago. 


In the Canton area Chevrolet 
dealers enjoyed probably the best 
month in 1930 in April. Immedi- 


ately after the close of this month 
there was apparent apathy and this 
past few! 


has continued until the 


Gays when there seems to have been 


CHEVROLET DEALERS IN 
INDIANAPOLIS ZONE HAVE 


| 

| ; 

| Indianapolis, 
| dications 


Ind., July 15.—In- 
of business revival were 
reported throughout the central 
Indiana counties comprising the 
Indianapolis zone of the Chevrolet 
| Motor Company by executives from 
|the local branch, who have _ just 
|completed their midyear survey of 
| dealerships. Good farm crops are 
|accepted everywhere in the rural 
| districts as a definite sign of bet- 
|ter times, they said, and another 
|impressive omen was contained in 
| reports that showed used car stocks 


GOOD BUSINESS IN JUNE ° 


7 —-—-. 
| during the month, stocks on hand 
| June 30 amounting to 2,440 cars. 
Zone officials have set a used car 
stock goal of 2,200 units for the end 
}0f this month, an average of twenty- 
;one to a dealer, compared with 
| twenty-five at the beginning of July 


|}and thirty-four at the beginning of | 


| June. Repossessions during June, it 
| was said, totalled onty 235 used cars 
| in the entire zone, while trades were 
taken at prices that assured dealers 
further clean reduction in stocks. 


jing fund was used in June the 
dealers claiming about $8,000 of the 
}fund in sending 288 cars to the 
|scrap heap, it was disclosed. and 
cars considered readworthy were 
}moving satisfactorily. Zone men 
claim the drive sponsored by the 
factory earlier in the year educat- 
ing the dealer to the necessity of 
keeping used cars in condition ready 
|}to sell and to drive has produced 
a consistent demand for good used 
cars from the public and placed that 
| phase of the business on the most 
stable basis in recent times. 


jon dealers’ hands to be the lowest | 


|} Since last December. 
During June, 
|} state, 871 new cars were 


a general pick up.in movement of|by the seventy-six direct and class 
A dealers in the forty-six counties: 

Not only is this true in Canton|of the zone, embracing half the 
city, but in the many smaller towns | state, and 2,131 used cars were sold, 


new cars. 


nearby. From al) indications dealers | traded or junked. 
in the smaller towns are able to/ure represents a 
make more sales because they are! proximately 80 per cent. of the total | 


giving the owner of used cars a bet- 
ter deal. There has been a _ ten- 


dency all year on the part of the| 


man who has a used car to also 
consult the small town dealer be- 
fore he buys. 

Ford sales have not been up to 
average for the summer months, but 
according to the larger dealers who 
maintain complete service depart- 
ments report, service demand has 
been so heavy it has been neces- 
sary in some instances to put on 
night forces and also maintain serv- 
ice on Sundays. 

Reports that factories are to open 
up soon in the Canton area is giv- 
ing stimulus to buying of lowe 
priced automobiles and with the ad- 
vent of fall there should be a much 
changed situation in Canten and 
adjacent area. 


EARLY JULY SALES OF 
FORD AND CHEVROLET 
IMPROVE IN ATLANTA 


Atlanta, Ga. July 15 (UTPS).— 
Sales for both Chevrolet and Ford 
showed a surprising and gratifying 
increase for the first ten days of 
July, dealers here report, not only 
exceeding the ten-day period for 
June, when sales were good, but ap- 
soeeing the figure for July of 
ast year. ' 

The recovery is surprising, be- 
cause following a good first ten- 
day period in June, sales of both 
Chevrolet and Ford showed a sharp 
decline through both of the ten-day 
periods following it, and everyone 
was getting set for a summer slump, 
such as occurred last year. Now, 
however, it appears that the trade 
may not be in for a definite slump, 
but just some erratic summer selling 
—which it is growing accustomed to. 

Most of the dealers are looking 
forward to increased business this 
fall and a good year in 1931, stat- 
ing that their experience has been 
that every third year in the auto- 
mobile business is a good one- 
while the past two years have cer- 
tainly been nothing to write home 
about. 


MALCOLM OF HUPP SEES 
GOOD FOREIGN BUSINESS 


Detroit, Mich., July 15.—George 
M. Malcoim, director of export for 
the Hupp Motor Car Corporation, 
arrived here last week following an | 
extended trip about the world dur- | 
ing which he visited more than a 
score of countries in the interest of 
Hupmobile. 

“Generally speaking,’ reported 
Mr. Malcolm, “I found Hupmobile 
business to be in unusually good 
condition, despite the rather long 
business depression which has af- 
fected most of the wogld’s peoples. 
Perhaps the brightest spot on the 
globe today is France, where some 
automobiles of American make are 
enjoying unprecedented popularity. 
Hupmobile’s business was never 
better in the French republic than 
it is today and future prospects are 
very bright.” 


FORD DEALER EXPANDS 

Spokane, Wash., July 15.— Con- 
struction is under way for a 50x146 
foot addition to the plant of the 
Day-Major Company, Ford dealer, 
Division and Boone. 


FORM CHEVROLET COMPANY 

Louisville, Ky., July 15.— The 
Hafendorfer Motors, Inc., capital 
$10,000, has been incorporated here 
as a Chevrolet dealership by Fred 
T. Hafendorfer, Cecilia Hafendorfer 
and Mrs. Mary C. Sullivan. 





The latter 
turnover 


fig- 
of ap- 


iused cars on hand June 1—2,792—a 
|figure which was reduced by 352 








the Chevrolet men| WELLS-CHEVROLET CO. 


delivered | 


HAS GOOD COLLECTIONS 


Spokane, Wash., July 15—Wells 
Chevrolet Company of this city led 
all General Motors dealers whose 


contracts are handled 
Motors Acceptance 
collections in its 
April and May, 


by General 
Corporation in 
territory during 


Jack High. G. M. 


and safety. 


Only about half of the zone junk- | 


| local 





|A. C. representative, announces. 
| “This district, as a whole, showed 
jthe best collection record in_ the 
| Pacific Northwest during May,” Mr. 
| High said. 
| whatever unemployment situation 
there is, it is not of an alarming 
nature, for bg are buying cars 
on time and paying for them out 
of wages and not out of reserve.” 
MICHIGAN TRAFFIC 
GUIDE TAX POLICY 

Detroit, July 15.—In an effort to 
determine how much of the cost of 
local roads in Michigan should be 


TO 


paid by local taxpayers and how 
much should be spread over the 
state, the Bureau of Public Roads of 
the United States Department of 
Agriculture, in co-operation with the 
|Michigan state Highway Depart- 


ment, is making an origin-and-des- 
tination traffic survey on all roads 
as well as main state high- 
ways, in sample townships in the 
eighty-three counties in the state. 


PLAINVILLE MOTOR SALES 
OPENS AS FORD DEALER 


Plainville, Gonn., July 15.—Neil J. 
Murphy has opened a new Ford 
dealership at 63 Whiting St. under 


|the name of Plainville Motor Sales 


William O'Dell manager. 


TO SELL CHEVROLETS 
Dover, O., July 15——The Weaver 
Motor Company signed contracts to 
—— Chevrolet automobiles 
ere. 


IS service 





/ It’s the ability to stop quickly that makes speed possible 
and speed is what sells automobiles today whether it is 
ever used or not. 


Every car has power which can be used to operate 
the brakes. All brakes are power brakes when equipped 
with B-K Vacuum Brake Boosters. 

As the engineer pulls a small lever to stop the train so 
the driver depresses the brake pedal without effort to 
control his car—the vacuum from the intake manifold 

doing all the work. 

B-K Vacuum Brake Boosters take the effort out of 
driving and give the driver a wonderful sense of ease 


~ | 


“Our records show that} 
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WILSON-PETTIT CO., FORD 


| DEALER, OBTAINS 60% OF, 


SALES IN HIS TERRITORY 


Charlotte, N. C., July 15. — Al- 


| though sales of new cars are 35 per 


cent. lower than last year and the 


|/number of trade-ins larger, business 


/ 
comparatively better than with 
other automobile dealers and gen- 
eral business in this section, said 
George E. Wilson, Jr., president and 
treasurer of the Wilson-Pettit Motor 
Company, here, dealer for Ford cars 
in this district of the Carolinas. 


1S 


“At present we have on hand 
twenty-nine used cars, or about a 
two weeks’ supply,” he said, “and 


have had little difficulty in turning 
over our stock at least twice each 
month. This is practically the same 
volume we had on hand at the same 
time last year, but whereas formerly 
we discharged the stock on an aver- 
age of three times each month, we 
are now disposing of it only twice 
during the same period of time, and 
have fcund it necessary to push the 
sale of these cars more. In spite of 


,the fact that our sales have fallen 
off,” Mr. Wilson added, “we are still 
securing 60 per cent. of all the 


automobile sales in this section and 
hope to cling to that margin.” 


CLASSIFIED ADVERTISEMENTS 
IN THE AUTOMOTIVE DAILY 
NEWS BRING RESULTS 


—— 







Easily and quickly applied to all makes of cars, trucks, 
and buses without change of brake equipment. 


Distributors and service stations find a big field for 


these installations. 


Our distributor’s franchise may be 
available in your territory. 


BRAGG-KLIESRATH CORPORATION 
Queens Blvd. & Harold Ave., LONG ISLAND CITY, N. Y. 


(Division of Bendix Aviation Corporation) 


BRAKE 
BOOSTER 





[2h 


v AG 


«Jit 


A BENDIX PRODUCT 
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TEXAS JOBBERS 
FAVOR CAMPAIGN 


B.W. Ruark of M. E. A. 
Reports Success of 
His Recent Tour 


HICAGO, July 15.—Lively in- 

terest in the business building 
possibilities of co-operative adver- 
tising in connection with the 
“Care Will Save Your Car” cam- 
paign, sponsored by the Motor 
and Equipment Association, has 
been developed amongst the trade 
in Texas, according to B. W. 
Ruark, M. E. A. sales develop- 


ment manager, who has just re- 
turned to Chicago from a tour of 
the Southwest. 

At an important business meet- 
ing, held in Houston, members of 
the Texas Automotive Jobbers’ As- 
sociation voted to conduct a direct 
mail advertising campaign in con- 
nection with the movement. The 
M. E. A. will co-operate with them. 
At this meeting Sam Suravitz, of 
Beard & Stone Electric Company, 
was 


& Co. 

Profit possibilities in the preven- | 
tive maintenance movement were 
outlined to all branches of the au- 
tomotive trade when Ruark ad- 
dressed a large meeting in the City 
Halil at Dallas. This meeting was 
sponsored by the Dallas Automotive 
Trades Association and the Automo- 
tive Supply and Service Federation, 
assisted by the M. E. A. jobbers in 
the city. 

“ ‘Care Will Save Your Car’ is be- 
ing gladly received by both the car 
dealer and the independent repair 
man,” Ruark explained. “It is wel- 
comed by car dealers because it is 
a means through which they can 
keep their customers sold on their 
service and through which they can 
appeal to all car owners. In the past 
their appeal was more or less 
limited. The independent trade wel- 
comes this movement because it of- 


named president, to succeed | forming 
F H. Floyd, of Ward, Dossett, Floyd | daily 
| Dhase of suggestive selling. 





Editor’s 
Column 


N A program of a national as- 

sociation, representing an in- 
dustry with problems similar to 
those of the automotive jobbers, 
the following “Seven Paths to 
Profits” were listed: 

1. A merchandising policy must 
be developed and consistently main- 
tained—it should be in writing and 
thoroughly understood by every 
person in the store so that all ef- 
forts will be directed toward a com- 
mon end. 

2. Good organization so that the 
responsibility for every function is 
properly defined—so that there is 
no duplication of effort, no surplus 
of employees or merchandise. 

3. Maintain a well-balanced stock 
—what a customer might reasonably 
expect to find at a price and size 
range and an assortment as to style, 
material and use. A well-balanced 
stock is the result of careful plan- 
ning and control of purchases. 

4. Well-informed sales force—let 
the salespeople in on your promo- 
tional and merchandising plans. 
Devise a successful system of in- 
the salespeople of your 
an important 


' 
{ 











a 





promotions, 


5. Aggressive sales promotion 
through advertising, display and 
personal salesmanship, concentrat- 
ing promotion on the best selling 
price lines and eliminating waste in 
advertising by applying a rigid test 
to every advertisement. 

6. Dependable service in keeping 
with the type of store so that ef- 
ficiency of the merchandising opera- 
tions may not be wasted. Reason- 
able adjustments, prompt and cour- 
teous fulfillment of all promises. 

7. Effective physical environment 
as to location and layout of depart- 
ments so that maximum advantage 
may be taken of sales possibuiities. 

Distribution of the Chilton Au- 
tomotive Multi-Guide, which was de- 
scribed on this page a few days 
ago, is primarily to the larger au- 
tomotive trade units and there is a 





fers for the first time a complete 
merchandising service on other than 
an individual basis and at a low 
cost.” 

Other automotive groups in Texas 
which heard more about the cam- 
paign through Ruark were the sales 
force of the Ferris Company, Dal- 
las; the Archenhold Automobile 
Supply Company, Waco; the com- 
bined sales forces of the William L. 
Morrow Company, Southern Equip- 
ment Company and Straus-Frank | 
Company, all of San Antonio. 

Col. A. T. Clifton of the Clifton 
Manufacturing Company, Waco., 2n 
M. E. A. councillor, met with Ruark 
and the Waco jobbers to discuss the 
campaign. Those present at this 
meeting were F. L. Miller, The Mil- 
ler Company; Messrs. Floyd and 
Ward of Ward, Dossett, Floyd & Co.. | 
Jack Nusbaum of the Archenhold 
Automobile Supply Comper and F. 
L.. Eggel of the Herrick Hardware 
Cémpany. 


JOBBER USES RADIO 
TIME EFFECTIVELY 


Waterloo, Ia, July 15.—The 
Standard Battery and Electric Com- 
pany, has effectively used radio 
advertising to increase business. 
Every night at 9 o’clock this com- 
pany announces the correct time 
and follows this announcement with 
a short talk on the various lines it 
carries. About three times a week, 
when McQuay-Norris products are 
on the program, dealers are tied in | 
with the announcement. This has 
created considerable favorable com- 


ment and has been a means to 
greater volume. 
OPENS BRANCH STORE 


Marshfield, Wis., July 15.—To fa- 
cilitate service, The Northern Auto 
Supply of this city has recently 
opened a branch store at 3d and 
Normal, Stevens Point, Wis. A com- 
plete stock of parts will be carried 
and a mechanical department will 
be maintained. 


REBUILDS AFTER FIRE 

El Centro, Cal, July 15—Im- 
mediately after being almost com- 
pletely wiped out by fire, the Valley 
Auto Supply Company started a 
new building at 655 State St. Tem- 
porary headquarters were estab- 
lished shortly after the fire and 
service continued. 








price. of $6 per copy to concerns who 
do not qualifv for the regular Chil- 
ton mailing list, but who have need 
for the information. 


HILE showing a slight rise 

durine the last six months, 
repossessions of equipment sold 
on the installment payment basis 
are “not abnormal,” according to 
an executive of a leading com- 
pany. Declining to give the per- 
centage of the repossession in- 
crease until the company’s semi- 
annual report is issued in the 
near future, this executive said 
there is always a certain amount 
of repossessions even when gen- 
eral business is good and that his 
company’s exverience in this re- 
spect during the first half of the 
year had been entirely “satis- 
factory.” 

“Our figures indicate that some 
sections of the country show more 
repossessions than others,” he added. 
“In New York, Pennsylvania andj 
other Middle Atlantic states and' 
parts of the West repossessions have 
been fewer than those in the South, 
particularly in Texas. That repos- 
sessions, however, are am accurate 
thermometer of business conditions 
I doubt, because in Pennsylvania, 
where the coal mines have been op- 
erating only one to two days a 
week, collections have been good 
and repossessions comparatively few. 

“Repossessions of certain machin- 
ery are at a minimum. Some execu- 
tives have been forced by conditions 
to sharpen their pencils, and unless 
thev see their way clear to covering 
payments on machinery none is 
beught. I might add that, surprising 
as it may seenz our sales of general 
industrial equipment are in better 
volume than a year ago. More effort 
is being made to get business, more 
salesmen are employed and the re- 
sults have been good.” 


CENTRAL ELECTRIC CO. 
OPENS IN GULFPORT, MISS. | 
Hattiesburg, Miss., July 15.—The | 
Central Electric Company, with} 
headquarters here, recently opened 
its new branch store in Gulfport, 
with Roscoe James in charge. The 
new home is at the corner of 25th 
Avenue and 18th Street. -With its 
two-story building entirely renovat- 
ed within and without and new 
steel equipment installed, the com- 
pany will be ready on its opening 
morning to supply automotive re- 


SUNNEN CELEBRATES 
DELIVERY OF 20,000TH 
CYLINDER GRINDER 


| St. Louis, July 15—A few days 
ago the Sunnen Products Com- 
pany celebrated the shipping of 

Sunnen Cylinder Grinder No. 
20,000. 

Only a little over two years ago 
Joe Sunnen pioneered dry grinding 
by introducing this tool. 

The success of the Sunnen dry 
grinder has been duplicated in the 
newest Sunnen product—the Grit 
Remover and Vacuum Set which 
was introduced at the shows during 
the last winter. 

The Sunnen grit remover pre- 
vents carelessness in cleaning up a 
motor after regrinding—and speeds 
up the job by collecting all grit 
while the grinding is being done, 
it is claimed. A feature of the 
Sunnen grit remover is the fact 
that it attaches directly to any 
Sunnen grinder and moves with it 
from cylinder to cylinder—only one 
set up being required for the en- 
tire job. 





teriors. Shops not doing cylinder 
regrinding may obtain the vacuum 
set separately. 


Tropic-Aire Improves 
Switch Plate 





the design 


in 
and construction of the switch 
plate, is one of the recent improve- 


ECENT change 


R 


ments made to the Tropic-Aire 
heater. 

Instead of being a flat brass 
plate as formerly, the new switch 
plate is chromium plated with at- 
tractive beading at the edges. The 
new switch plate is an appreciated 
improvement, since it better con- 
forms in design and apnearance to 
the regular dash escuipment. 


JOBBER CUSTOMERS HELP 
WAIT ON THEMSELVES 


San Mateo, Cal., July 15.—Don L. 
Morris of Palo Alto and San Mateo 
has copied a lesson from the large 
retail chain stores in planning his 
store. All goods in the Morris 
stores are in easy access of the 
customer and are attractively dis- 
played. Morris feels that his sales 
have increased considerably throygh 
this method of letting customers 
look around and help themselves. 
Often, when all counter men are 
busy, the customer will voluntarily 
get his requirements from the 
shelves and all that is necessary is 
for the counter man to make a sales 
slip. In this way one counter sales- 
man can serve two customers in- 
stead of one. No loss has ever been 
realized through theft. 

This “help yourself” idea has 
been successful in increasing sales 
and bettering service. 


GREAT BEND JOBBER | 
ERECTING NEW HOME 


Sore eee” | 
Great Bend, Ind., July 15.—Fol- 
lowing its recent organization, the 
Scheufler-Johnson Supply Company, 
automotive jobber here, is erecting 
a new building which will be ready 
for occupancy this month, it is an- 
nounced by George Scheufler, head 
of the company. 
The Scheufler- Johnson Supply 
Company was formed early in the 
spring when the Scheufler Tire and 
Supply Company merged with John- 
son Brothers Auto Supply Com- 
pany of Wichita and became a part! 
of that organization, which also 








pair parts to dealers and garages 
in three coast counties. 


maintains a house at se, = City, 
operating as the Combs-Johnson 


With the addition of a few at- | Shreveport, La., July 15.—The In- 


|}creased its stock of parts and is 


tachments the Sunnen grit re-| 
mover can be converted into a 
handy vacuum cleaning set for 
cleaning upholstery and car in- 











W holesale 
Brevittes 


Joplin, Mo., July 15.—G. E. Spen- 
cer, former buyer for Joplin Supply 
Company, has been made _ sales 
manager, and L. L. McRea, former 
assistant buyer, has been made 
buyer. F. H. Huber, former sales 
manager, has retired on account of 
ill health. 





Bay City, Mich., July 15.— The 
Tyler-Lowery Company has added 
a Storm reboring machine and an 
extra man to its mechanical de- 
partment. 


New Orleans, July 15.—J. A. Pos- 
tell, automotive manager for the 
Interstate Electric Company, re- 
ports general business better and 
parts business very much better. 
The firm has also increased stock 
of parts to take care of greater 
business. 





terstate Electric Company has in- 


now in position to take care of all 
classes of machine work necessary 
for motor overhaul. 


Mount Vernon, N. Y., July 15.— 
After having just completed its new 
home it is necessary for the Globe 
Motorists Supply Company to add 
another story to the modern and 
up-to-date building. This added 
space is necessary to take care of 
increased business. 


Salt Lake City, July 15.—In an ef- 
fort to give better service to the 
trade, both the Salt Lake City, 
Utah, and Grand Junction, Col., 
stores of the Sait Lake Hardware 
Company have installed new Van 
Norman piston grinders. 


Brooklyn, N. Y., July 15.—Julius 
Bindrim is increasing his valve busi- 
ness by advertising to the trade that 
valves have feather-thin edges after 
refacing and will cause pre-ignition 
because edges become red hot very 
quickly. 


Salt Lake City, July 15—G. B. 
McKee, buyer for Salt Lake Hard- 
ware Company, is taking an ex- 
tended motor trip through Pennsyl- 
vania. 


AUTO SMOCK AND CLAMP 
GOING TO LARGER HOME 


Springfield, Mass., July 15.—The 
Auto Smock and Clamp Company is 
removing from East Court Street to 
larger quarters at 25 Harrison Ave. 
The company reports a larger busi- 
ness this season than at any time 
since its organization in 1928. It 
changed its sales policy a year ago 
and now distributes entirely through 
jobbing houses. Its principal trade 
territory so far is New England, 
New York, Pennsylvania and the 
Atlantic states southward. Charles 
F. Berry, the organizer and presi- 
dent, originated the smock-and- 
clamp device, consisting of tempo- 
rary upholstery of strong paper, 
with patented clasps and _ straps 
holding the smocks in place while 
repair and similar work is being 
done on the car by owner or me- 
chanic. 


WALTER M. JONES WILL 
MANAGE DONAHUE CO. 


Burlington, Ia., July 15—Walter 
M. Jones has been appointed man- 
ager of the Robert Donahue Com- 
pany, to succeed Clarence Linder, 
who has gone to Indianapolis as 
advertising manager for the Ameri- 
can Publishing Company. 

Jones has served in several man- 
agerial positions, having been con- 
nected with Hood, Fisk and Sterling 
Motor Truck Company. 


LUNCHEON MEETING 

Trenton, N. J., July 15—Members 
of the sales and advertising man- 
agers group, chamber of com- 
merce, conducted a luncheon meet- 
ing at the Stacy-Trent at which 
time there was a general discussion 
relative to the Trenton exhibit at 
the American Fair, to be conducted 
in Atlantic City, July 17 to August 
27. R. T. Bowman, chairman of the 
group, presided, and Fred J. Kroe- 
sen, industrial secretary, manufac- 


‘SEATTLE A. M. A. 
OPENS SESSIONS 


Automotive Merchan- 
dising Features 
First Meeting 


GEATTLE, Wash., July 15.—The 

first of a series of educational 
meetings on petroleum products 
and on automotive merchandis- 
ing, to be conducted by the Auto- 
motive Maintenance Association, 
was held at Association Hall, Se- 
attle, yesterday afternoon. The 
meetings will run for three weeks, 
future afternoon meetings to be 


on Mondays and Wednesdays, and 
evening meetings Wednesdavs and 
Fridays. 

These are primarily for employees 
of service stations, garages and re- 
pair shops. 

Ed. Westfield, executive secretary 


of the A. A., and A. Neelings, 
with the Sunset-Pacific Oil Com- 
pany, were the speakers. Each gave 


a forty-five-minute lecture on each 
program. Mr. Neelings spoke on 
geology, petroleum products, his 
series of talks starting with drilling, 
production in the fields, refining, 
and, finally, distribution, 

Mr. Westfield, who is well known 
as a lecturer on business topics and 
salesmanship, spoke on “Under- 
standing Yourself in Order to Un- 
derstand the Customer.” On Thurs- 
day he will speak on “Importance 
of Employee’s Mental Attitude.” 

As a special speaker, Frank Skip- 
per .will be obtained for Thursday 
evening, July 17, and it is planned 
to have Mr. Skipper again on Mon- 
day evening, July 21, at a special 
meeting. He is with the Penzoil 
Company. His talks have been at- 
tracting wide attention. They deal 
with merchandising and self-analy- 
sis. 

“We expect to make this series 
the most important we have ever 
conducted,” declared Mr. Westfield. 


USL APPOINTS NEW 
DISTRIBUTOR IN TEXAS 
Niagara Falls, N. Y., July 15.— 
USL Battery Corporation announces 
the appointment of Automotive 
Electric and Battery Company, 806 
acon St., Fort Worth, Tex., as 
USL central distributors for the 
following counties in Texas: Tar- 
rant, Denton, Parker, Johnson, Jack, 
Wise, Somerrell, Palo Pinto, and 


Hay. 
Service Notes 


Newark, N. J., July 15.—Arthur M. 
Shaw and Thaddesus Wagrowski, 
both of Newark, who have incor- 
porated under the name of the Auto 
Trunk and “Speciality Company, 
have leased from August 1 the 
showroom and garage at 71-73 Cen- 
tral Ave., this city. They will reno- 
vate the premises for the sale of 
automobile accessories and repair- 
ing. 


Springfield, Mass., July 15.—The 
One-Stop Service Station, specializ- 
ing in complete tire, battery, luhri- 
cation and gasoline service, has 
opened at 1089 Columbus Ave., ad- 
jacent to the new location of the 
Raybestos (Safety Service Corpora- 
tion) Brake Service. Harry Ma- 
troni, for the past five years op- 
erating Harry’s Battery Service 
(Willard), 5 Margaret St., and Ray 
Balboni, of Ray’s Tire Service, han- 
dling Kelly tires at 888 Main St. 











since 1924, are associated in the 
new enterprise. 
- Ces 
Springfield, Mass., July 15.—Out- 


growing its accommodations on 
Dwight Street, the Raybestos brake 
service of the Safety Service Cor- 
poration has removed to larger 
quarters at, Columbus Avenue and 
Margaret Street, directly on one of 
the main arteries of through and 
local traffic. Russell F. Hoag, man- 
ager for the last four years, con- 
tinues in charge. This is the Spring- 
field station conducted on the Ray- 
bestos seven-point. service plan. 


Raymond, Wash., July 15.—Her- 
bert G. Heath. who for the last 
five years has been engaged in the 
radio business at Centralia, Wash., 
has opened a tire, accessory and 
radio supply business here. The firm 





turers’ council, chamber of com- 





Brothers Auto Supply Company. 


merce, assisted with the gathering. 


is known as the Heath Supply 
Company. It will handle Western 
Auto Supply Company products. 
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Preventive Service Plan 


Of Ford Dealer Aids Shop 


By K. H. 


NE of the best known and most 

successful Ford dealerships 
the Philadelphia territory is that 
conducted by the Cunningham 
brothers—Joeeph A., Thomas A., 
Martin J. and Francis M.—at ) 
South Broad St., under the name of 
Joseph. A. Cunningham, who is 
president. So well established is 
their business that the young men 


know personally most of the resi- | 


dents of South Philadelphia. Indi- 
vidual attention to customers on 


the part of the brothers is one of| 
the high lights of the business; an- | 


other is keeping the car sales force 
of nine men mechanically informed 
about Ford products, and a third 
is selling preventive service. 

As regards the first point, when- 
ever a suitable opportunity presents 
itself, one of the brothers meets the 
customer and shows an interest in 
his transportation problems. Cus- 
tomers feel assured, when meeting 
one of the principals of the concern, 
that their requirements will 
thoroughly met, as they realize the 
brothers must do their best to main- 
tain the good reputation of the 


business. ; 
Concerning the _ second point, 
while the Cunningham brothers 


fully appreciate that the day of try- 
ing to sell the prospect by filling 
him with the east wind of mechani- 
cal patter, learned by rote from a 
manual. is gone forever, they also 


realize that when a prospect, of his | 
asks the salesman for |} 


own accord I 
information of a mechanical na- 
ture he desires an intelligent and 
comprehensive reply and expects to 


have it. With this end in view, the} 


members of the car sales staff lis- 
ten every morning for half an hour 


to a service talk with a mechanical] | 


trend from either Francis M. Cun- 


ningham, who is superintendent of | 


the service department, or the serv- 
ice manager, calculated to cover 
possible questions from customers 
or prospects. It is contended 
the brothers that the car salesman 
should know enough about th 
mechanical problems of the automo- 
bile owner or prospective owner to 
be abie to satisfy him, as. such 
knowledge on the part of the sales- 
man is likely to lead to both sales 
and service. 

. * 7 
URTHERMORE, it makes a bet- 
ter salesman out of 

the average, who, some car 
say, does not possess enough know]- 
edge of automobile mechanics. It 
is only for the last year and a 
half, however, that the salesmen 
have been receiving this daily in- 
struction, which is believed to be 
very much worth the time spent 
on it. In addition, the salesmen 
attend the regular school of the 


Ford Motor Company, Broad Street | 


and Lehigh Avenue. 

Taking up the third point, that 
of preventive service, the service de- 
partment invariably tries to sell the 
agency’s general inspection 
a group service job at the nominal 
price of $5—to all Ford car owners 
on the list who have not had it. 
A sign prominently placed in the 
parts department. in 


gets for so little money. 
reads as follows: 
YOUR CAR NEEDS A 
GENERAL INSPECTION 


Oil and grease car 

Test and refill battery 

Adjust and refill shock absorbers 

Adjust and equalize brakes 

Tighten all bolts and nuts. 

Check generator. 

Check lights. 

Check horn. 

Check steering. 

Check lug nuts on wheels. 

Check windshield wiper. 

Check front motor support springs. 

Check door locks. 

Check water piping. 

Check brake rods. 

Check emerrency brakes. 

Check tire pressure. 

Check sprines. 

Tune and adjust motor. 

It will be noted that performing 
the above operations not only makes 
for comfort and easy riding, but 
also covers many elements of safety 

An obiect is to brine the owner's 
car in frequently for this low-priced 
job to prevent discomfort, accidents 
and the piling up of more expensive 
repair work for the customer. Such 


a checking job reallv is preventive. | 


The dealership is verv successful in 


getting customers for this work. 
averaging no less than 100 jobs of 
the kind monthly. 


HE foregoing, as can readily be 
seen, is actually more than a 
mere inspection, for in addition to 
checking, specific items of work 
are included. 
The Cunningham agenry 
men call on their established cus- 


in | 


1155 | 


by | 


a man than) 
agents | 


plan— | 


front of the} 
service station tells about this plan, | 
showing how much the car owner | 
This sign 


sales-' 


LANSING 


; tomers twice each menth, which 
| helps to preserve regular contacts. 
the salesman 
possible new _ prospects — 
which he often does. Besides call- 
ing the mentioned number of times 
per month on customers, each 
salesman is instructed to make at 
least sixteen calls a day on new 
prospects. The salesmen are paid 


the customer to tell 


| about 


! 
| 
} 


| merely to sell him the car. The only 


' is the personal letter. 


as well as providing opportunity for | 


| Solely on a commission basis, which, | 


it is maintained, tends to make 
interests and keeps out, or weeds 
;out, any who might be inclined to 
|loaf on the job.. According to Mar- 
|tin J. Cunningham, treasurer and 


Fpeeo gt the salesmen average $65 


| 


them extremely active in their own! 


a week the year around. Five hun- | 
|dred cars and trucks were sold by| 


|the agency in the first six months 


of the present year, 
-_— average for the house. 

When a customer has purchased a 
|car and has not returned for service 
| within thirty days, the dealership 
| writes him a letter suggesting tes. 
| he come in and have his car looked 
;over. If he does not call within a 
|reasonable period thereafter the 
|agency sends out a service depart- 


ms 


which is a} 


| 


| 


| ment man to see him and inquire as 


to what the car may need. eas | 
plan tends to prevent the owner 
from having his car serviced else- | 
where, in addition to being evidence | 
that the house is looking out for | 
his needs, not having been satisfied | 
direct mail being used at this time 

The procedure in the used car | 
department in the case of a sale 
involving an exchange car is, first, 
to be sure that the trade-in is prop- 
erly made, in justice both to the 
customer and the dealership: sec- 
ond, that the exchange car is ac- 
corded all due reconditioning; and 
third, that it is sold as a complete 
unit in first-class condition. The 
allotment for reconditioning model 
A Ford passenger cars averages $35 
apiece, and they are sold with the 
usual guarantee. Thomas A. Cun- 


¢ 


ningham, the vice-president, ap- 
praises all exchange cars. ; 
The dealership occupies a two- 


story double building, affording on 
each floor space 92x210 feet. Shop 
work is so comprehensive, including 
painting, radiator and body work, 
in addition to general mechanical] | 
repairs, that little is sent to outside | 
shops. | 


J. H. LOWE, SUPPLIES 
MANUFACTURER, DIES | 
Rochester, N. Y., July 15.—J. H.| 
Lowe, founder and one time pro- 
prietor of the J. H. Lowe Manufac- 
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turing Company, automobile chem- 
ical supplies manufacturer _ of 
Seneca Falls, N. Y., died recently in 
Deland, Fla., according to word re- 
ceived here. 


CAR FINANCING IN MAY 
IN CANADA SHOWS GAIN 


Montreal, July 15.—The 
for automobile financing compued 
by the Dominion Bureau of Statis- 
tics, while showing a seasonal] rise 
in May as compared with April of 
this year, again indicate a falling 
off in financing as compared witn 
the corresponding month (May) in 
1929. 

The total number of cars finenecd 
was 19,215 in May, 1930: 17,855 in 
April, 1930, and 24,521 in Muy, i9zy, 
and the amount of the financing 
was $9,315,116 in May, 1930: $8.497.- 
698 in April, 1930, and $12.006.219 in 
May, 1929. 

New cars financed were 8.375 in 
May, 1930; 8.067 in April, 1930. and 
11,620 in Mav, 1929. while used cars 


figures 


financed were 10.840 in May, 130: 
9,788 in April, 1930, and 12901 jn 
Mav. 1929. 


Values of new cars financed were 
$4,777,245 in May, 1930; $4,223,795 in 
April, 1930. and $6.230,417 in May, 
1929. Values of used cars financed 
were $4,537,871 in May, 1930: $4.263.- 
903 in April, 1930, and $5,775,802 in 
May, 1929. 





DODGE DEALER GIVES 
UNDER UNIQUE PLAN 


Wis., July 


| 
| WORK TO UNEMPLOYED *: 
| 


Milwaukee, 
|Edwards Motor Company 
city, Dodge Bros. dealer. has an- 
nounced a non-profit plan which 
will serve to give employment to 
approximately 1,000 men. Under the 
plan, as devised by the company, 
men have been put to work polish- 
ing automobiles and the service is 
made available to motorists at cost. 

ihe facilities of the Edwards plant 
are being used gratis and Edwards 
men are supervising the work. 
Wages are paid at the end of each 
day’s work and those employed have 
ihe privilege of leaving at any time 
to accept more remunerative em- 
|Ployment. Men hired are paid 35 
cents an hour. 

The cost of lusterizing’ runs. from 
$2 to $8 for a job that would 
ordinarily run from $5 to $20, de- 
pending upon the age and condition 
of the automobile paint. Washing 
|of cars is not included in this cost 
;}and the Edwards company has fa- 
cilities for washing 100 cars a day. 
Auto‘sts are advised to have their 
| machines washed before bringing 
| them to tke polishing plant. 
| The public employment office here 
}is co-operating with the Edwards 
|company here in the plan. The 
| pclishing work started July 10 and 
| Will be carried through until 
August 1. 


15.— The 
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MODEL AP=SIX-CYLINDER, FOUR AND SIX WHEELS 








TRUCKS - 





Mack now offers trucks of from one to 
ten tons capacity—either four or six 
cylinders—four or six wheels —four 
types of final drive—a wide range 
of wheelbase lengths — and various 
types of transmissions each fitted to a 
specific need. In addition, an equally 
comprehensive line of tractors, trailers 
and semi-trailers now bear the Mack 
nameplate—giving the Mack line a 


MACK TRUCKS, Inc. 


New York, N. Y. 


More than 100 Direct Mack Factory Branches operate under the titles of ““MACK-INTERNATIONAL 
MOTOR TRUCK CORP.,“” “MACK MOTOR TRUCK CO.” or “MACK TRUCKS OF CANADA, LTD.“ 


FIRE APPARATUS - 


25 Broadway 


BUSES - 


tradition 
economy. 


he most comprehensive 
line of trucks ever built 
under one trade mark... 


scope which embraces EVERY haul- 
ing requirement. 

And each model is as true as the 
famous Ma k Bulldogs to the Mack 


of quality, long life, and 


Consider the selling advantages of 
the complete line of motor trans- 
port vehicles by Mack. Write or wire 
for full details of Dealer Franchise. 


LOCOMOTIVES 
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BROWN DISCUSSES 
FUEL VOLATILITY 


By G. GRANGER BROWN | 
| 


Professor of Chemical Engineering | 
University of Michigan, Ann Ar- | 
bor, Mich, 

HE ease with which a motor will | 
Start, the length of time required 

iQ warm it up and the character | 
of its general performance are al- | 
most wholly dependent upon the} 
rolatility of the fuel as indicated | 
oy the A. S. T. M. distillation curve.? | 
The 10-per cent. point is related to| 
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the lowest engine temperature at | 
which satisfactory starting may be | 
tained, and the lowest mixture} 
semperature at which the car may | 
ye Operated. The 35-per cent. point 


Revolutions per minute 








is related to the lowest mixture | 
vemperature at which satisfactory | 

armance may be obtained dur- | 
ing the warming-up period and | 

















saerefore determines the length of | 
tame necessary to warm up the} 
motor. The 65-per cent. point is| 
‘elated to the lowest mixture tem- | 
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erature at which perfect perform- | 
wnce can be obtained. For these! 
‘easons the 10, 35 and 65 per cent. | 
Joints should be low to insure sat- | 
Sfactory starting, warming up and| 
reneral performance. The 90-per | 
zent. point, however, should not be! fuel 
30 low as to indicate a dry mixture, | formance. 

‘or this means loss of power or ac-| Effective Volatility Under Driving | 
2eleration with many modern cars | Conditions 
2quipped with heated manifolds | In considering the vaporization, | 
and accelerating divices. The vapor! distribution and combustion of fuel 


220 


0.06 008 


for any desired engine per- 














200 


| 
| 








180 





— 














160 








140 








120 




































































Mixture Temperature, deq‘Fatir, and Mixture Temperature, deg.Fahr, above Atmospheric 


aes of / a. a Teg f above Atmospheric— 
f/ V erate a 
00 an aaa ey a 
‘4 a ° ae oe "4 
60 |- f/ alll as ¥ 
/ [A a | 
y « } 
40 074 t 
Via | 
20 — + 
Y 
° = a 
0 2 4 5 3 190 12 14 16 18 29 
Minutes after Starting 


Chart Shows Mixture Temperatures for Different Types of Motors Under 
Different Driving Conditions 


pressure of the fuel, or the 10-per 
cent. point, should not be so low as 
to indicate trouble from vapor-lock. 

The relations presented in this 


in carbureted internal combustion 
engines, it is obvious that conditions 
never reach equilibrium in the in- 
take manifold under driving condi- 
paper make it possible to determine tions. For this reason direct com- 
the volatility characteristic of a! parison between the equilibrium 


TABLE I1I.—RELATION BETWEEN A. S. T. M. DISTILLATION 





ture which allows possible to fairly satis- 
factory operation without choking about ‘ | 
minute after starting, or entirely satisfac- 
tory performance with the use of choke. 

f The maximum 35 per cent. temperature | 
which allows similar operation at time in- | 


a With loss added at lower end 
meerage atmospheric temperature in 
whicl. cold motor is started and operated. 
ce The lowest 10 per cent. temperature 
consistent with easy starting of cold motor | 
and freedom from vapor lock with hot 
tervals indicated. 


motor. 

d@ The highest 10 per cent. temperature | g The maximum 60 per cent, temperature | 
which allows starting and warming up| giving almost perfect performance without | 
@itheut difficulty under average conditions | choking about 4 minutes after starting. 

e The maximum 35 per cent. tempersa- h The maximum 60 per cent. temperature 















Time, 
Chart Shows Rate of Acceleration for Fuel No. 24 


0.!0 012 
minutes 
volatility of a fuel as determined in 


tion as determined by actual engine 
tests is impossible. When driving a 


car at constant speed, a steady state | 


is reached in the intake manifold 
so that all of the fuel supplied by 


the carbureter is distributed more | 
| or 


less uniformly to the various 
cylinders almost regardless of the 
volatility characteristics of the fuel. 
During periods of acceleration, par- 
ticularly with a cool motor or mani- 
fold, the amount of fuel delivered to 
the cylinders immediately after the 


throttle is suddenly opened is less | 
than that supplied to the manifold 


by the carburetor. 
If the fuel sprayed into the air 


stream in the carburetor is not com- | 
pletely vaporized, some of the liquid | 
particles settle out of the air stream | 


and deposit on the wall of the mani- 
fold, where their progress from the 
carburetor to the cylinders is much 


| slower than that of the air and 


vaporized fuel. When the throttle is 
suddenly opened, the increased air 
flow reaches the cylinders almost 


| immediately, as does the fuel which 
|is vaporized and carried in the air 


stream. But the liquid fuel flowing 
along the walls of the manifold does 
not reach the cylinders until some 
time later. As a result of these con- 
ditions, the mixture reaching the 
cylinders immediately after the 
throttle is opened, contains less fuel 
than that mixture metered by the 
carburetor into the lower end of the 
manifold. 

In any attempt to determine the 
relationship between actual engine 
acceleration or performance and 
fuel characteristics, the liquid reach- 
ing the cylinders and burned in 
them must be considered as well as 
the fuel which is vaporized in the 
manifold. Effective volatility, as de- 
fined in this paper, takes these fac- 
tors into consideration and can be 
used as a direct indication of mo- 
tor performance. 

The effective volatility of a fuel 
is defined as the quotient obtained 
by dividing the air-fuel ratio sup- 
plied at the carburetor by the air- 
fuel ratio burned in the cylinders, 


AND MOTOR PERFORMANCE AT 
DIFFERENT ATMOSPHERIC TEMPERATURES 





2 | For modern motor car equipped with exhaust- !For car not equipped with radiator shutters and sup- 
s heated manifold hot spot, carburetor with effec- (plying less heat to intake manifold, or with carbure- 
5 | tive accelerating device and radiator shutters tor which supplies only a limited accelerating charge. 
‘| 10 per cent 35 per cent. | 60 per cent. | 90 per cent. 10 per cent. | 35 per cent.' 65 percent.! 90 per cent. 
bo | Temp’ature Temp'ature| Temp’ature Temp’ature | Temp’ature| Temp’ature, Temp’ature' Temp’ature 
<7 | Pointson Points on Points on Points on Points on Points on Points on Points on 
: A.S.T.M. A.S.T.M. A.S.T.M. A.S.T.M. | A.S.T.M. A.S.T.M. AS.T.M. | A.S.T.M. 
2 Distillat’n,a | Distillat'’n,a | Distillat’n,a  Distillat’‘n,a | Distillat’n,a| Distillat’n,a, Distillat’n,a Distillat’n,a 
@ | deg. Fahr deg. Fahr. deg. Fahr. deg. Fahr. deg. Fahr. | deg. Fahr. | deg.Fahr. | deg. Fahr. 
a | | 2) 2] | of | | | 2! 8 a | ¥ 
a) o§ & S\ “3 a ae — | BS) oS | re | | hd 
€ | g |g ge | wE| wt|\ se! 2 | = 2 | | of | wel oe si) & 
#\ 8) 8 | ss| $3| $3|33\ § | § §|§|33| 83] 33 gi § 
= Ba | 3%) 3a a2|=i}68 | 2] g | g@| 2%| g2 = 
3 § & iea.| & ro} 2. & | § = & a. | & 3 § E 
e/2| 2 | 28) ss $s 3212/2 | 2|9|2s\9s| 45 | 2) ¥ 
on | o = + raf 2 ~ io A _ | es 4 = = at 
_ «= | a! 2 | *3l aa ws ag E} a a a | “ai «3a =a =} = 
60 140 230 235 275 275 320 390 450 135 230 235 280 300 320 450 
50 125 190 | 200 25 260 310 375 420 115 190 190 240 260 | 250 410 
20 «6110 150 175 230 235 290 350 400 100 150 | 150 200 200 180 390 
—10 90 100 125 210 180 280 320 400 85 100 100 160 120 120 370 


giving perfect performance without choking 
about 8 to 10 minutes after starting 
i The maximum 65 per cent. temperature 


| giving perfect performance without choking 


about 8 to 10 minutes after starting. 
j The maximum 90 per cent. temperature 


|} not causing loss in acceleration on warm 


motor 

k The maximum temperature of 90 per 
cent. now knowa te be satisfactory under 
indicated coaditions 


Westinghouse Offers Light 
Relays for Commercial Use 
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Manufacturing Company. 
photo-electric light-sensitive device 


operated by variations in light in- 
tensity, gives continuous automatic 
indications, keeps records of a se- 
initiates opera- 
performs automatically 


ries of operations, 
tions and I 
many other functions. 


The Westinghouse ocmpany manu- 
factures two standard types of light 


the laboratory and engine accelera- | Tel@ys—types LA and LB—either of 


| which may be mounted in any posi- 
| tion. 
The type LA is intended for ap- 














HE light relay is a new product 
of the Westinghouse Electric and 
This 


auxiliary equipment enclosed in & 
metal box. The photo-electric cell 
and the grid-glow tube have mois- 
,|ture and dust-proof mountings. 
A glass window in the case of the 
type LA permits the light to fall 
on the photo-electric cell, while in 
the case of the type LB is mounted 
a spherical condensing lens. These 
relays are for a. c. operation only; 
they are available for 100 volts at 
any frequency from twenty-five to 
sixty cycles. 

The relays will open and close one 
ampere non-inductive load at 100 
volts A. C. or .25 ampere at 110 

















- or less 
| 
4 ™ se / h 
Type LA | Glass oT ~ 200 Watt 
Light Relay Window \ Mazda 
Lamp 
/10 Vales 
| || 5-60 Cycles 
Fic. 2—ScHEeMATIC SpacinG DiaGRaM or Tyee LA Licur RELAY 
plications where the spacing be-|volts D. C. They will handle 5 


ttween an incandescent lamp serving 
as a light source and the relay is 
not more than ten inches; type LB 


is for use where the maximum dis- | 
tance between the relay and the) 


light source is fourteen feet. Each 


type consists of a photo-electric 
cell, grid-glow tube, relay and 
transformer, with the necessary 


immediately after opening the throt- 
tle in an acceleration engine test. 
From this definition it is evident 
that the problem of determining the 
effective volatility of a fuel resolves 
itself into two simpler problems. 
The first is that of measuring the 
air-fuel ratio delivered to the mani- 
fold during an acceieration and the 
second is that of determining the 
air-fuel ratio burned in the cylin- 


ders. The former was measured by | 


special apparatus described in detail 
elsewhere' and the latter by oper- 
ating the motor under such condi- 
cions that the acceleration was de- 
pendent only upon the air-fuel ratio 
burned in the cylinders. 

The acceleration was determined 
as a function of the air-fuel ratio 
/burned in the cylinders for each 
‘series of tests run on a predeter- 
mined schedule by using a “stand- 
ard” fuel which was completely ef- 
fectively vaporized under the condi- 
tions of the test. When a fuel is 
completely effectively vaporized, the 
air-fuel ratio burned in the cylin- 
ders is by definition substantially 
the same as that metered to the 
manifold. A characteristic set of 
curves representing this condition 
with a typical motor gasoline is 
|shown in figure 6. 

VOLATILITY RELATED TO 
ENGINE PERFORMANCE 
These conclusions, derived from 
|careful tests on one motor with 
|special fuel metering equipment, 
|have been verified by extensive 
road and laboratory tests. In order 
to estimate the distillation charac- 
teristics desirable for different at- 
|'mospheric temperatures, mixture 
| temperatures were recorded for dif- 
|ferent types 
| different driving conditions.’ Figure 
{14 gives in graphical form the re- 


| 
} 
| 


| sults of these tests for modern mo- | 


itor cars equipped with radiator 
|shutters and efficient manifold 
heating and also for motors not so 
equi 


pped. } 
Some cars heat the liquid fue 


of motors and under | 


ampere at 110 volts A. C. with a 
load such as an ordinary relay coil. 
To control greater amounts of power 
an auxiliary relay must be used. 

Detailed information concerning 
the light relay is contained in leaf- 
let 20412, published by the West- 
inghouse Electric and Manufactur- 
ing Company. 


well as the vapor to high tempera- 
| tures and experience difficulty due to 
vapor lock when using fuels of high 
vapor pressure. Extensive road tests 
with cars susceptible to this trouble 
indicate that the probable makxi- 
mum liquid fuel temperature may 
be represented by the following ex- 
pression :— 

Maximum Fuel Temperature, deg. 
Fahr. equals 100+ 4% Atmospheric 
Temperature, deg. Fahr. The tend- 
ency of a fuel to form vapor and 
cause trouble due to vapor lock is 
measured directly as its vapor pres- 
sure. The temperature at which 10 
per cent. is vaporized in the A. S. 
T. M. distillation may be taken as 
a fair approximation of the temper- 
ature at which the vapor pressure 
of the fuel is equal to atmospheric 
pressure. For this reason the safe 
minimum 10 per cent. temperature 
in degree Fahrenheit may be taken 
as equal to 
Atmospheric Temperature 
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NEW AUTOMATIC 
GEAR SHIFT FOR FORDS 


| Indianapolis, Ind., July 15.—Pro- 

duction of an automatic gear shift 

for Fords, has been started here 
|by the Cartwright Automatic Gear 
Shift Corporation. Forest S. Cart- 
wright, inventor of the device, an- 
nounced that some time in the near 
future, shifts for Chevrolet and 
other makes would also be placed 
| in production. Me. 

The device is automatic in 90 
per cent. of its operation, shifting 
|simply by operating the clutch 
pedal, it being necessary to use the 
|gear shift lever only in starting 
|or going into reverse and neutral. 
| A row of tiny colored lights on the 
|dash show which gear is engaged 
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By W. H. WORRILOW 


President, Lebanon Steel Foundry, 
Lebanon, Pa, 
: REVIEW of the history of the 
steel casting industry would 
seec to indicate that always it ap- 
pearéd to follow the lines of least 
resistance and supinely submitted 
to the encroachments of other in- 
dustries, and to aggressive demands 
of consumers of castings. 

I cannot help but feel that these 
conditions were due to the lack of 
intelligent selling of our product; 
every effort on the part of the steel 
foundryman apparently being di- 
rected to the reduction of cost of 
foundry operations and_ ignoring 
merchandising methods. The _ in- 
sistence upon selling steel castings 
on a tonnage basis and the per- 
sistent demand for lower costs pre- 
vented serious consideration of 
quality, with the result that cus- 
tomers were forced into creating 
specifications and inspection de- 
partments to insure their obtaining 
castings suitable for their require- 


ments. 

Now, in what respects did the 
steel] foundry executive fail to 
measure up to the standard of a 
good business executive? Perhaps, 
in answering this, a consideration 
of the fundamental principles of 
ae our product would be help- 
u 

A sale to be mutually advantage- 
ous must satisfy buver and seller. 

The seller's first thought should 
be of the buyer. 

First, is his credit good? As rail- 
roads and manufacturers consume 
most of the steel castings made. 
little money is lost through failure 
of the customers. 

Second, are his specification re- 
quirements reasonable, and can they 
be met? It would be interesting to 
know just how many foundries seri- 
ously consider a consumer's appli- 
cation of his steel casting require- 
ments when figuring on_his work. 

Too often specifications are hast- 
ily scanned or completely ignored 
when quoting prices, with only the 
chemical and physical properties re- 
ceiving consideration, and they usu- 
ally broadly interpreted by the 
foundry of criticized because of their 
restrictions. The foundry too often 
overlooks the final use of the cast- 
ing and the possibility of it being 
a vital part in a machine upon 
whose strength and soundness may 
depend a large money investment 
or the matter of life or death 
Specifications are intended to safe- 
guard the interests, not only of the 
ultimate consumer and manufac- 
turer. but also of the producer, and 
should be so accepted by the foun- 
dry unless unreasonable in their 
demands; and then, the industry 
itself should prepare specifications 
that would protect all concerned. 

The foundries often complain of 
the severity of some specifications; 
but who is responsible for most of 
them? The foundries themselves, 
for, instead of being leaders and 
creating appropriate specifications 
for casting in their several fields 
they have driven the consumer to 
do this as a matter of self-oro- 
tection. Since the beginning of the 
industry there seems to have been 


a determined effort on the part 
of steel foundries to compel con- 
sumers to accept anything in the 


way of castings which the foundry 
chose to ship, and little regard was 


paid to quality, appearance, or serv- | 


ice until recent times. 
It was a rarity to find a foundry 
seeking to produce a casting with a 


pleasing appearance and possessing | 


internal integrity. The need of these 
qualities was practically 
and castings for pressure work, for 
machine parts, freight car castings, 
all considered simply as steel cast- 
ings and not divided into their re- 
spective classes with their subse- 
quent use being considered. 

Is ‘it to be assumed that the 
buyers of castings are not also to be 
the iudges of whether they are good 
or bad? Most certainly not! And 
they would be more than human if 
they did not. This being admitted, 


then the foundries must see that | 


castings shipped are free from de- 
fects so far as in their power lies. 
Service is the sister of quality. and 
unless the seller can meet the re- 
quirements of the buyer without 
constant disappointments he is not 
entitled to the ‘business. Faulty 
service has probably been respon- 
sible for as much of the disrepute 
under which our industry has suf- 
fered for sO many years as bad cast- 

. and undoubtedly has had a 


ignored, | 


Selling Steel Castings 


{and prospective users of steel cast- 
ings against them. 

In the third place, is the buyer 
willing to pay a fair price for his 
castings? 

Experience would indicate that he 
is. for the old adage, “You get what 
you pay for,” is borne home to us 
daily. But it must be remembered 
there are different classes of prod- 
uct, and each class carries or should 
carry a price unto itself. 

And, to what does all of this lead? 
To the selling of the product of our 
industry. 

In preparing this paper I was 
compelled to reflect and to consider 
the selling of steel castings within 
my own experience, and what I have 
learned from others who have been 
at it since its inception; and I have 
been forced to the conclusion that 
with few exceptions there has rarely 
ever been any selling of steel cast- 
ings. Instead, they have been 
bought. 

Being called steel castings appar- 
ently placed our product in the be- 
ginning in the tonnage class despite 
their rarely being on a production 
basis, and unfortunately, a great 
{many foundries continue to con- 
sider them in this classification to- 
day. There might have been some 
justification for it fifty years ago 
when there was little, if any, cost 
|system, but today, in the light of 
experience and fairly accurate 
methods of obtaining costs, it is in- 
excusable and indefensible. 

In the old days it was customary 
to sell castings regardless of weight 
or design on the flat price per pound 
basis. Then schedules were intro- 
duced, followed by the segregating 
of the desirable and low cost work 
into groups carrying much lower 
sales prices, with the difficult and 


high cost work remaining at the 
old prices. 
Now, the inevitable result of the 


tonnage policy produced a train of 
evils which remain with us today. 

Almost every steel foundryman 
became obsessed with the idea that 
he must run his foundry to capacity 
if he were to make money, and this 
he was able to do for a few years 
due to the lack of competition. But 
{with the increase in the number of 
foundries this policy proved fatal 
to a great many. 
| When tonnage is the sole consid- 
eration, what happens? Low sales 
prices, inferior castings, poor de- 
liveries, disputed claims, bad repu- 
tation, and a lowering of the whole 
tone of the individual plant and in- 
dustry; for an industry is what its 
members make it. 

Proof that the quality of steel 
castings did not improve with the 
passing of years can be confirmed 
by an inspection of the six-inch gun 
which stands before the office of 
the Thurlow, Pa., plant of the Gen- 
eral Steel Casting Company. I be- 
lieve it was made in 1883, was ma- 
chined all over, rifled and bored, 
and there is not a blemish on it. 
The casting was made of acid open- 
hearth steel. 

With the interest 
tives of the steel 
directed entirely to the operating 
end, and with practically no at- 
tention being paid to the selling de- 


of the execu- 
foundries being 


partment, is it any wonder there 
was no development of real sales- 
men? 

Salesmen were selected without 


regard to their experience or knowl- 
edge of the business, their selling 


‘OF INCREASING importance in 
the ice cream and dairy indus- 
| tries is the use of dry-ice refriger- 


ated bodies. The two Relay model 
40As shown on this page were re- 


ings 
great influence in prejudicing userscently delivered to the Horton Ice 


| ability, personal habits, appearance, 
land all the other qualities a man 
| should possess to be a_ successful 
lsalesman in any line; and com- 
| panies employed representatives who 
were unable to tell which was core 
print or which was pattern; and 
physical and chemical specifications 
were a foreign language to them 
and fit only for the laboratory. 
These men were sent out to solitit 


business, and could not be blamed 
for their miserable showing when 
they were given nothing to sell; 
their instructions usually being to 
the effect that, “We make steel 
castings, claim they are sound, are 
clean, machine easily, have no fins 
/on them, the cores are cleaned out, 
and we make very prompt deliveries. 
If you are unable to obtain business 
on this basis, try to learn the other 
fellow’s price and then cut it until 
you reach the point where you will 
get the order.” 

When these men would return to 
the home office the invariable story 
was that they had lost the order on 
account of price, or it might be ob- 
tained by cutting a fraction of a 
cent or more from the quotation; 
and usually, without any investiga- 
tion of the costs, the executive re- 
sponsible for sales would blandly 
say, “All right, we will cut,” and 
let the shop make out the best it 
could, thereby giving away from $5 
to $50 a ton with the same ease as 
if he were accepting that much of 
an increase. The salesman would 
return to the prospect with his new 

rice and perhaps obtain the order, 
ut most likely lose out because his 
competitor had cut more than he 
had. 

The bedtime stories told to sales- 
men and in turn to executives of 
steel foundries remind us of those 
given over the radio—the steel men 

laying the part of the “innocent 
abes in the woods.” 

To me, the most deplorable fea- 
ture of conducting the business of 
our industry is the lack of consid- 
eration given the naming of prices. 
Hours, days, weeks, months, and 
even years will be devoted to the 
consideration of means to reduce 
costs a fraction of a cent, but the 
establishing of sales prices is usually 
a matter of minutes, and frequent- 
ly pure guesswork, with the result 
usual to such procedure. 

Perhaps the extremes of such sell- 
ing will illustrate my point. One, 
where a foundry is asked to quote 
on a fifty-ton casting, where they 
know there will be no competition 


or where extremely heavy castings | 


limit competition, and do not take 
that factor into consideration, and 
such others as the increased risk 
for a casting of sueh weight, usua!ly 
low yield, the danger of losing the 
casting, the slowing up of shop op- 
erations on account of its size, and 
many other reasons for such a piece 
or pieces carry a premium price in- 
stead of one that may barely cover 
the costs. 


The other extreme may be best 
illustrated by an experience our 
foundry had a few weeks ago. On 


an inquiry for a few castings 
weighing five pounds each, a com- 
petitor quoted 12c per pound 
against the prevailing 22c_ per 
pound. Now is it reasonable to 
think a short order of five-pound 
castings can be sold at a profit for 
60c each, when such a casting is 
subject to the same amount of cler- 
ical work for entering and tracing 
the order through the shop, prep- 
aration of pattern and placement 


in the foundry, molding, cleaning, 
annealing, shipping and all the 
other operations it has to go 





|Cream Company of New York city. 
| They are equipped with Trenton- 
|Lockwood dry-ice refrigerated bod- 
ies. Each has a capacity of 550 gal- 
|lons. Body length is 156 inches and 
lis 78% inches wide. 


At the highest | 





mobiles, automotive equipment, 


Meet the Chief Engineers 


T° acquaint its readers with the important, but unsung, members 

of the automotive fraternity—the engineers who design and build 
the nation’s cars—Automotive Daily News is publishing a series of 
brief biographies of the chief engineers of companies producing auto- 
parts and accessories. 
raphies will cover the training and experience of leading engineers 
and their outstanding contributions to the progress of our industry. 


These biog- 











( NE of the youngest chief 

gineers in the automotive in- 
dustry, M. A. (Mel) Beckmann of 
Aluminum Industries, Inc., Cincin- 
nati, O., already has_ achieved 
marked distinction in engineering 
circles through development of the 
Permite Unitype piston and the 
Diamond Diachrome valve, two of 
the outstanding products of his 
company, the former manufactured 
at the parent plant and the latter 


at the Diamond division at St 
Cloud, Minn. 
Beckmann, who is 31 years old. 


is a native of Cincinnatti and re- 
ceived his technical education at 
Ohio Mechanics Institute, following 
his grade and high school course. 
Upon leaving O. M. I. he turned 
attention immediately to the auto- 
motive field in 1917 and entered 
the storage battery business. A year 
later he joined a garage organiza- 
tion, devoted chiefly to rebuilding 
trucks, suitable for trailers and 
equipped with fifth wheels. In ad- 
dition to general business the com- 
pany had charge of maintenance of 
all United States mail trucks in the 
Cincinnati zone. 

In 1920, Beckmann, joined the en- 
gineering department of Aluminum 
Industries, organized that year, and 
in a short time had risen to his 
present position, supervising the de- 
signing of the Permite line of pis- 
tons, spiral slot, straight and solid 
skirt. With the acquisition of the 
Diamond Motor Parts Company, by 
Aluminum Industries a year and a 
half ago, Beckmann sensing the 
need of a valve capable of with- 
standing the heat generated by the 
modern high speed motor, devoted 
much of his energy to that achieve- 
ment, with introduction to the 
trade of the diachrome valve as the 
result. Directing efforts of the ex- 
perimental and research depart- 
ments of his organization, Beckmann 
supervises all dynamometer engine 


— 


through and carry its share of the 
overhead? 

The steel foundries, in 
effort to secure a profit, shipped 
castings that should never have 
been permitted to leave their shops: 
heads, gates and fins not ground 
off, castings dirty and scabby, cores 
not cleaned out, insufficient head- 
ing and gating causing shrinkage, 
internal and external; and thus to- 
gether with repeatedly broken 
promises of delivery, created in the 
minds of the users of steel castings 
which ab- 


a vain 


that it was an industry 
solutely lacked intelligent direction, 
and so unreliable were steel cast- 


ings that a prejudice was set up in 
the minds of engineers which it 
has taken years to eradicate. 

Has there been improvement in 
the industry since the early years? 
The World War created a demand 
for the highest quality of castings, 
and when it was over foundries 
specializing in such castings realized 
that there was a field for them and 
made a special effort to develop it 
Their research laboratories were en- 
larged and investigations of all sorts 
were conducted. Groups were 
formed to act in a co-operative 


Refrigerators Trucks Use Dry Ice 


point the body is 46 inches. There 
are three compartments with indi- 
vidual doors, each holding thirty- 
eight cans. Below the refrigerated 
section is a compartment 22 inches 
wide, 42 inches high and 75 inches 
across for carrying empty cans. 


en- / 


M. A. BECKMANN 


engine tests and road tests. In co- 
operating with engineers of the va- 
rious automobile and truck com- 
panies in the manufacturing field, 
he has become widely known and 
highly regarded for his engineering 
knowledge and skill. He is a mem- 


ber of the S. A. E. and takes an 
active interest in the work of that 
organization. 


Gracious in manner and possessed 
of a most pleasant personality, his 
friends are legion in and out of the 
industry. Although almost con- 
stantly engaged in research and de~ 
velopment work in the two plants, 
Beckmann finds time to ride his 
particular hobby, golf, and take an 
active part in the social life of his 
home city with Mrs. Beckman. 





| manner for the development of such 

research, reduction of costs, mer- 
chandising of castings, new uses, 
etc., and these were successful from 
the start. With the improvement in 
castings came something definite for 
salesmen to sell. Men were selected 
for the selling of castings who had 
shop experience, who were familiar 
with foundry practice, design of pat- 
tern, cost.of production, physical 
and chemical properties, service, etc, 
and who were able to justify profit- 
|able selling prices on the actual costs 
of individual castings. With a know]- 
edge of their subject, these men 
could enthuse over the selling of 
their castings, where the old ty of 
salesman had no source of a: Bo 
asm. They had a storv to tell and 
could tell it in a pleasing and con- 
vincing manner. They did not un- 
dertake to simply sell steel castings, 
but they sold definite castings, a 
casting by name, with the result 
they were able to obtain business at 
prices which yielded a good profit. 

At this point it might be well to 
emphasiz that such men became 
better salesmen with the landing of 
every order at the price they had 
set out to obtain. This, in turn, gave 
them confidence, and it was no task 
at all for them to continue selling 
on such a basis, and unless one has 
known the thrill of securing an or- 
der at his own price after a con- 
sidera)™. struggle, he cannot appre- 
ciate sch a feeling. And what a 
difference between that feeling and 
when an order is handed to you be- 
cause you have cut another man’s 
price, and perhaps taken it at your 
own cost, or even below. There is 
no satisfaction in such selling and 
never will be. 

Men can be trained to sell steel 
castings in this manner just the 
Same as they can be trained to be 
successful shop operators, and I 
think the executive is unfair to his 
salesmen who does not see that they 
| are properly trained, for eventually, 
after vears of service, they may be 
thrown out of a job with no devel- 
oped selling technique. and along 
| toward middle life unable to find a 
| position. From this standpoint alone, 
it is highly important that the 
executive train his men right and 
assume responsibility for their ac- 
| tions. 

To me the profitable selling of 
| steel castings is based on two prin- 
| ciples—those of a fixed price and a 
| price for individual pieces. 

The greatest curse of our business 


_— 


(Continued on Page 12) 
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S. A. E. Names John Warner 


Secretary and Gen. Manager 


(Continued from Page 1) 


Studebaker Corporation in service Mr. Warner acquired his public 
and production and as a liaison of- school education in that city. He 
ficer with the sales and advertising | was graduated from the Worcester 
departments has involved more than | Polytechnic Institute in 1917 with 
60,000 miles of travel within the last |} the degree of bachelor of science 
three years, during which his con- | in mechanical engineering, and dur- 
tact with the field organizations |ing the Great War completed an 
has been extensive. As chassis ex- | officers’ course in aircraft and en- 
perimental engineer, he has had’ gine design at the Ecole Superieure 
considerable experience and broad |d’Aeronautique et de Construction 
familiarity with experimental work | Mecanique in Paris. 

on commercial vehicles as well as He has a distinguished record of 
Passenger types. engineering service in the American 
Born in 1893 at Putnam, Conn.,' Expeditionary Forces, in France and 


Selling Steel Castings 


(Continued from Page 11) 


has been unstable prices. Regard-; There has been a big change 
less of how a foundry has figured! coming over the steel foundry busi- 
its costs the trade has always been! ness the last few years, and those 
left under the impression that 4) not realizing and recognizinz this 
“dicker’ could be made. and usually | condition will have to step aside 





it has been right. No steel foundry) for others who will conduct the 
i ae ates ces tt om ane business as it should be; for it is 
. ; . : stil i ; 
honest with yourself and with your F eal aay ae ideeeine aii 
customer the first quotation you one of the profit-minded steel 
make is the one that should stand, foundrymen told me. not lon - 
assuming always that the costs | of one of his representatives ~ - 
have been accurately figured and 4/|j;,, with hi h . ag 
reasonable profit made. To cut a|,; § Wi im on the price of cast- 
price simply because a campetitor | (78S. then going out and cuttjng 
has put in one lower than yours has | be e — ae. The salesman 
no justification whatever, and once W4S asked why he did it, and an- 
the cutting is started you are simply | SWered that he wouldn’t have got- 
placing in the hands of the cus-/ 'n the order without cutting. (The 
tomer the profit which rightly be-| Salesman who did it was reared in 
longs to you, not only robbing your- the old school). The reply from 
self but also creating a bad prece- the executive was. “All right, I 
couldn't prevent it this time, but 


dent against the time when that } ) r 
same customer asks you to quote the next time you do it don’t come 


on castings again; for once started| to the office, your check will be 
‘ the customer will always look for it. Mailed you.” And it is just that | 
It not infrequently happens that SPirit which is going to make our 
when a consumer of castings finds !ndustry what it should be. _ 
that a man has more than one price _, The job of selling steel castings, 
that he will play him against his| ®t 4 Profit, is one that demands 
own price. And I imagine we all the best thought and energy of the 
know of cases where this has been ©Xe€Cutive and salesman; and it is 
done—and successfully. IS rod «J + individual, just as 
The foundry which cuts prices in <f cae laies ag one ae. 
any of the many ways in which it|/»t°7 can't hire Oo some work, 
can be done immediately places the | a man to do my 
fate of its business into the hands 
of its competitors. It must go as 
far as its competitors wish to) 


responsibility. 








work, and that, gentlemen, is your | 
‘successful experience and a _ wide’ this 
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Great Britain, as an engineering of- | ' 
| ficer in charge of numerous projects | 
f the Air Service Technical Sec- | 
tion. There he was responsible for 
ithe design and construction of air 
; service equipment including an in- 
|}strument laboratory of which he} 
| had charge. He did duty in connec- | 
tion with the inspection and testing 
of aircraft and aircraft engines for | 
the American army. 

Before entering the army in 1917, 
Mr. Warner was engaged at the 
Bureau of Standards i@. Washington | 
in the making of physical tests of 
structura] materiais used in air-| 
cratt. | 

After the war he became asso- | 
ciated with the Borne Scrymser | 
| Company in Boston, spending his | 
| time on lubrication and sales prob- | 
lems. Later he returned to the | 
Bureau of Standards as associate | 
physicist. During the following three | 
years he was executive officer and 
chief of the aeronautic instruments 
section of the bureau, and in 1921 | 
| was sent as scientific representative 
of the United States government to 








Great Britain, Germany, France, 
Switzerland and Italy. His familiar- 
ity with the foreign languages and 


his war associations with manufac- variety of contacts with many ac-| 
turing, engineering and government tivities Mr. Warner has acquired|firm of Manly & Veal, 
acquaintanceship 

success to this important mission. throughout the world with the auto- 
He left the bureau in 1923 to motive and allied 
become research engineer for the selection by the council of the so- 
Society of Automotive Engineers. ciety has come as a natural result 


activities abroad helped to bring a 





consulting engineering work and 
was retained as engineer by builders 
of passenger cars, motor trucks and 


| farm equipment machinery. He has 
|made many studies in power. trans- 


mission, production and agricultural 
engineering fields. Among his clients 
were the Western Electric Company, 


| McCormick Harvester Company, W. 


H. McIntyre Company. the Rock- 
wood Manufacturing Company, Peru 
Heating Company and Central Sta- 
tion Steam Company of Detroit. 
From 1912 to 1917, he was the 
mechanical engineer for the Public 
Service Commission of Indiana and 


| the research engineer of the Indiana 
|State Board of Accounts from 1915 


to 1917. 
At the beginning of the great 


‘war he was picked as a special 


man from a large group of college 
experts, commissioned as major in 
ordnance to serve abroad and as- 
signed to the Curtiss Aeroplane and 
Motor Corporation of Buffalo and 
New York. Here, associated with 
the eminent aeronautic engineer, 
Charles M. Manly, he rendered sig- 
nal service as assistant chief inspec- 
tion engineer. At the close of the 
war he became a member of the 
consulting 
engineers, New York city, and in 
September, 1926, was made research 
manager of the society, a position 
which he now holds. 

Since his election as a member of 


Here he did pioneering work, as of this experience and because of/the society on February 10, 1912, he 


research manager, in establishing 


and promoting the early activities ciety’s purposes and activities. 
C. B. Veal, Assistant General 


of the research department. Later, 
he became manager of the meet- 
ings and sections department of the 
society, and was responsible for 


his intimate knowledge of the s0O-|has served as a member or chairman 


of numerous committees, including 
the constitution, sections, and other 
administrative committees. He has 
been a member of the grading com- 


Born at Greensfork, Ind., on Feb-/| mittee for several years and chair- 


many highly successful national ‘ruary 23, 1880, C. B. Veal, the newly! man for the last five. He was a 


meetings. appointed assistant general 
Mr. Warner is the author of nu- ager 


merous technical monographs pub- 
lished by the national committee 
for aeronautics and trade publica- 


tions. He has also _ contributed engineering. 
For 


liberally to the technical and edi- 


was graduated from Purdue 


j j}tions o 
in ma-| oe eae er 
n-| Association, and division XII on 


He developed the| Performance tests of rubber prod- 


man-| councilor of the society for 1927 and 


1928. He has served on the motor 


: ; : | truck division of the standards ecom- 
University in 1902 with a degree of | mittee. was a member of the opera- 
Bachelor of Science in mechanical} tion and maintenance committee, 
| representative of the society on the 


iat onl f the J d 1 years following his| 
torial columns of the Journal and graduation Mr. Veal was retained at 
the Transactions of the Society.| Purdue University in various capaci- 
He's been chairman of the national | ties, 
meetings committee for the past chine and internal combustion e 
three years, has served on Numerous gine design. 


engineering division of the National 
Research Council, the committee on 
form and arrangement of specifica- 
i f the American Standards 


other committees and was nomi-j| courses in gasoline automobile en-| ucts of committee D-11 on rubber 
nated for the office of vice-presi- | gines and established the automo-| products of the American Society 


dent in charge of the passenger car bile testing plant there. 
|later appointed professor of machine/| chairman of A. ; 
Mr. Warner has conducted nu- | design in charge of the design and|committee A on gasoline. 


activities for 1931. 


He was/|for Testing Materials; also is vice- . 


S. T. M. technical 
His work 


merous public relations missions| testing of motor cars, engines and|in the research department has been 


which have involved contacts with| parts thereof. as well as the heat 
state, municipal, Federal and indus-| treatment of metals. 

trial organizations. Through his! at the university until 1917. During 
period he was also engaged in and gear research. 
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As regards individual prices, it is 
just as necessary for us to sell our 
product this way as it is in almost 
— other business. I shall refer to 
only one other business, because it 
illustrates the point and I have just 
been through it. 

I am building a home and, of 
course, had to get a great variety 
of. lighting fixtures ranging from 
Stock fixtures to chandeliers. Do 
ou suppose that I could get the 
ighting manufacturer to give me 
a flat price on the whole lot, or a 
price by weight? I could not. Out- 
Side of the production stock material 
each fixture carried its own price, 
and that price I had to pay, and 
it never entered my mind to think 
of buying them any other way. And 
why should a railroad, for instance, 
expect to buy all of their castings 
on weight schedules? They have 
different freight rates for different 
commodities and they should pay 
age prices for different castings in 
he same manner. 

Schedule of price is unfair to both 
foundry and customer, for on the 
desirable plain pieces the consumer 
will pay more than he should, and 
on intricate castings the foundry 
will not be paid enough; and usually 
where a consumer has a schedule 
of prices and enters the market for 
a@ quantity of plain castings he in- 
Sists on getting a special price. 

It is contended that it takes too 
much time and too large a clerical 
force to obtain separate prices on 
job work. I can tell you from my 
own experience that it does not, 
and that we have found it profitable 
over a period of years to obtain 
the costs on every pattern; and if 
you will only do this you will get 
some pleasant, almost unpleasant, 
Surprises. For the work that you 
would expect to find profitable is} 
often very unprofitable, while work 
you may think you are losing money | 
on is the one that is giving you} 
your profit. 

I have had it said to me so often, | 
“Well, your foundry is different: | 
you make nothing but small cast- | 
ings.” This is true, but I think} 
that the principle applies regardless 
of the kind of work produced by 
the foundry, and I assert that a/ 
principle of fixed prices and indi-' 
vidual prices can be adopted in any | 
kind of a steel foundry with success. | 

The great trouble is that few of 
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Want to Sell to Factories? 


Here’s a Powerful Sales Force 
For You . 


The most inexpensive and powerful sales force 
you can employ to reach manufacturers is 


advertising. 


Advertise in the Factory Issue of Automotive 
Daily News July 19th.and reach every one who 
has influence in the purchase of goods a factory 


needs. 


You have ample time to write or wire for space 
reservation, as forms close two days preceding 
date of publication. 


No extra charge for 
bonus distribution 


Automotive Baily News 


H. A. TARANTOUS, Bus. Mer. GRAYBAR BUILDING, NEW YORK CITY 
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wide and varied, covering co-opera- 
tive fuel research, headlighting, 


highway research, riding qualities 
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us have the courage to undertake } CHICAGO OFFICE DETROIT OFFICE EASTERN OFFICE BOSTON OFFICE 

it and, like Mr. Micawber, simply Willard R, Cotton, Mgr. Geo. M. Slocum, Mgr. J. Edward Schipper, Mgr. Metz B. Hayes, Mer® Blanchard, Nichols & Coleman 

stand around waiting for something | 333 No. Michigan Ave. Fisher Building Graybar Building Am. Nat. Bank Building | 
to turn up which will put money in! Chicago, Ill. Detroit, Mich. New York City San Francisco, Cal. | 
our pockets, instead of giving it a TMM TT oe nin naira aT MMMM ana nniiima iTTT 
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